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TRADE MARK R 


SOLES 


build up your children’s shoe business 
Here’s the payoff on AVONITE SOLES 


@ FOR THE CHILDREN: Waterproof protection, flexibility without breaking 
in, even wear for the firm, flat foundation that growing feet require. 
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@ FOR THE PARENTS: Reliable protection for their children's feet, for the 
shoe uppers, too. No marks on floors. Long, tong wear that eliminates 
re-soling bills. 


@ FOR THE RETAILER: Customer confidence, repeat business, minimum 
returns and refunds, and increased profits. 


@ FOR THE MANFACTURER: A fine sole material, uniform in quality, 
easily and profitably applied by all standard methods, with the Solemark 


of Quality that adds to the prestige of his own brand name. 
AVONITE SOLES 
ore approved for the Official Girl Scout Shoe. @ AVONITE SOLES pay off for all concerned. Be sure all your shoes for 


children have this nationally advertised sole. 


At the Shoe Fair AVON SOLE COMPANY, Avon, Massachusett 
BOOTHS 75-76-77 For forty-three years eine in io sole materials 


ee Mak f the fi AVON DU-FLEX, CUSH-N-CREPE and DU-FLEX AVONITE Soles 
Exhibition Hall ieee ace ” 


PALMER HOUSE =6not on all shoes...just the best ones 





For nearly half a century now, shoe manufacturers everywhere 
have come to Beckwith with their hard-to-solve box toe prob- 
lems and Beckwith has engineered the correct answers. 
Beckwith has over 70 types and weights of conformable soft, 
flexible and rigid box toe materials in thermoplastics, pyroxy- 
lins, and rubber-filled felts and flannels. ‘““Beckwith” means 
moulded steel safety box toes; industrial felt making, plastics 
fabrication, box toe heating equipment, and products for the 
ethical medical profession. 


OUR NEWEST LINE 


WHITE FELT BASE WHITE FLANNEL BASE WHITE LAMINATE GREY FLANNEL BASE GREY FELT BASE GREY FELT BASE 
Women's & Juveniles Women's & Juveniles Juveniles Women’s & Juveniles Women's & Juveniles Men's 


, 
BOX TOES 


Beckwith Manufacturing Company, Dover, N.H., its subsidiaries and agents: Arden-Rayshine Co. & Castex 
Laboratories, Inc., Watertown, Mass., Beckwith Mfg. Co. of Wisconsin, (Milwaukee); Beckwith Box Toe, Ltd., 
Sherbrooke P. Q., Canada, Victory Plastics Co., Hudson, Mass., Felt Process Company, Boston, Mass., Safety Box 
Toe Company, Boston, Mass. Agents: Wright-Guhman Company, St. Louis, Missouri, The Geo. A. Springmeier 
Co., Cincinnati, Ohio, Factory Supplies, Inc., Milwaukee, Wisconsin. 
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The Answer to 
Your Questions 


on Money 


Want to know how a bank 
evaluates a shoe manufacturing 
operation? Do you want the facts 
on your industry as a banker 
views them? In “Bank Loans to 
Shoe Manufacturers” E. Morton 
Jennings, Jr., Vice President of the 
First National Bank of Boston, has 
done an outstanding job in sum- 
marizing the money facts on the 
shoe industry, analyzing labor, 
location, hide and leather mar- 
kets, machinery, distribution, and 
sales. 

Mr. Jennings details the facts 
about the shoe plant audit, profit 
and loss’ statements, credit 
analysis, and bank loans. Here's 
a book that gives you the answers 
to your money questions, helps 
you organize costs and cost 
accounting—shows you how to 
put your plant on a better fiscal 
basis. 

Get a copy of "Bank Loans to 
Shoe Manufacturers” now. It will 
save its low cost of only $3.00 
every day you use it. 


$3.00 PER COPY 


Rumpf Publishing Co., 

300 West Adams Street, 
Chicago 6, Illinois 
I enclose $ Please send 
copies of “Bank Loans 
to Shoe Manufacturers” by E. Morton 


Jennings, Jr. 
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Coming Events 








October 24, 1953—National Conference 
of Independent Shoe Retailers. Sheraton 
Hotel, Chicago, Ill. 


Oct. 26-29, 1953—National Shoe Fair, 
sponsored jointly by National Shoe Manu- 
facturers Association and National Shoe 
Retailers Association at the Palmer House 
and other Chicago hotels. 


Nov. 15-18, 1953—Semi-annual Parker 
House Shoe Show. Showing of spring and 
summer 1954 lines to New England shoe 
buyers. Sponsored by Boston Shoe Travel- 
ers Association. Parker House, Boston. 


Nov. 29-Dec. 3, 1953—Popular Price Shoe 
Show of America showing of footwear for 
Spring and Summer 1954. Sponsored by 
National Association of Shoe Chain Stores 
and New England Shoe and Leather Asso- 
ciation. Hotels New Yorker and McAlpin, 
New York City. 


Feb. 14-16, 1954—Factory Management 
Conference. Sponsored by National Shoe 
Manufacturers Association. Netherlands 
Plaza Hotel, Cincinnati, O. 


February 27-March 2, 1954—Allied Shoe 
Products and Style Exhibit for Fall and 
Winter 1954. Hotel Belmont Plaza, New 
York City. 


March 1-2, 1954—Showing of American 
Leathers for Fall and Winter 1954. Spon- 
sored by Tanners’ Council of America. 
Waldorf-Astoria, New York City. 


April 25-28, 1954—St. Louis Shoe Show, 
sponsored by St. Louis Shoe Manufacturers 
Association. Leading St. Louis hotels. 


May 13-14, 1954—Annual Spring Meet: 
ing of Tanners’ Council of America. Bed. 
ford Springs Hotel, Bedford, Pa. 


Aug. 31-Sept. 1, 1954—Showing of Amer- 
ican Leathers for Spring and Summer 1955. 
Sponsored by Tanners’ Council of America. 
Waldorf-Astoria, New York City. 


Oct. 28-30, 1954—Annual Fall Meeting 
of Tanners’ Council of America. Edge- 
water Beach Hotel, Chicago. 
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R ecarptess of all the talk and 
general feeling that some kind of 
business let-down is in the cards for 
1954, there’s every good chance that 
next year may prove to be what 
might well be called the Retailers’ 
Paradise. If American business and 
industry face up to some realistic 
facts, they stand chance of convert- 
ing 1954 into one of the most pros- 
perous years in our history. Condi- 
tions are ripe to make it so. All that’s 
needed is the determined effort of 
merchants to convert the conditions 
into actual business. 

All right, what are the “condi- 
tions?” 


Incomes At Peak 


First, national and consumer in- 
comes are at all-time highs. The 
country’s gross national product is 
currently at an annual rate of $373 
billions, well above last year’s record 
fourth quarter. Even with a mild 
let-down it still will remain at near- 
record levels. Likewise, consumer 
incomes stand at all-time highs, with 
no signs of significant decline. 

Employment continues to run at 
around 62-63 million, with many jobs 
probing everywhere for the man- 
power to fill them, as most executives 
well know. And wages also are at peak 
levels for practically all jobs. 

Construction, important barometer 
for the course of the economy, is cal- 
culated to be valued at around $33 
billions in 1954, only five percent 
below the 1953 record level. 

Consumer spending is running now 
at the annual rate of around $235 
billions, another all-time high, with 
no signs of abating. That’s $16 
billions above the rate of a year ago 
when businessmen felt that we were 
in a pretty lush period. Retail 
economists are looking forward to 
the biggest Christmas business in 
history, quite a turnabout from the 
crawling anxiety of weeks ago. 
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While merchants begin to show signs of creeping 


anxiety and incipient ulcers as they face 1954, a 
hard inside look at the actual conditions ahead 


indicates that 1954 can well be converted into a 


RETAILERS’ PARADISE 


While Federal spending has 
dropped off about $2 billions, it’s still 
at an annual rate of around $81 
billions, some $4 billions above 1952. 

Consumer savings, buttress of any 
economy, now stand at record levels. 
Spending continues high because 
there’s a backlog of “financial con- 
fidence” in the public mind. 

And highly significant, 1954 will 
be a year of free markets to a degree 
unseen since way back in 1940. Com- 
plete availability of all materials, 
practically a controls removed, and 
prices at a hard, realistic level. 

What does it all add up to? Why 
have we called this a Retailers’ Para- 
dise? 

Suppose we had a reverse of these 
conditions, with an all-round tight 
economy. Retailers would, for their 
own survival, be forced to make an 
all-out drive for business, for sales. 
Obviously, they’d be up against a 
rugged fight to lure business in the 
face of lower employment, incomes, 
savings, etc. And knowing this, all 
their efforts would be intense, never 
for a moment apathetic or relaxed. 

Suppose, now, this same intensive 
drive by retailers were applied in 
1954, against an entirely different set 
of conditions where the economic 
climate is excellent for consumer buy- 
ing response. In short, the same in- 
tensive effort applied under these con- 
ditions would certainly seem assured 
of a greater spending response. 


Vital Elements Present 


That, in brief, is what we mean 
by a Retailers’ Paradise. All the vital 
elements for a high level of buying 
are present. The retailers’ job is to 
activate those elements, to inspire 
them into motion that is converted 
into sales. 

Today much effort is given to 
attracting customers, but the vital 
follow-up of closing the sale does not 
exist in the dynamic degree of the 


LEATHER and SHOES 


prewar era when conditions were 
different. This is not supposition. It’s 
being found in various surveys made 
by reliable sales analysts. Attribute 
it to general apathy, inadequate train- 
ing, selling lethargy acquired over 
the “easy years,” etc. 


Effort Required 


Thus, successful effort in attract- 
ing customers followed up by success- 
ful effort in closing more sales, could 
add up to a handsome year of general 
retail success. 

There is not now, nor will there be 
next year, any grounds for the age- 
old wail of merchants, “They just 
ain’t got it to spend.” There will be 
no justifiable excuse for lack of busi- 
ness. All the elements of buying and 
spending are there. They need only 
to be magnetized toward the retail 
store. 

Were this intended as a pep talk 
it would smother in its own self- 
deception. You can’t pep-talk a 
featherweight into licking a heavy- 
weight. You can’t pep-talk retailers 
into the fine business potentials when 
the elements of spending and buying 
do not exist, as in the Thirties. 

But retailers in 1954 will operate 
in an economic environment of 
luxurious opportunity. The big job, 
obviously, is to convert the oppor- 
tunity into. cash-in results. The only 
pep-talking required is to talk retail- 
ers out of the completely ungrounded 
anxiety that we're walking into a 
period of recession or business down- 
turn. 

But the most significant thing 
about the return to free markets is 
the fact that selling likewise returns 
to “normal”—meaning the necessity 
of the most vigorous kind of selling 
to convert a prosperous potential into 
a prosperous reality. 


Reprints at nominal costs: Up to 100, 10c 
each; 200-500, 5c each; 1000-3000, 2%c each; 
5000 or over, 1%c each. 





“Macic’’ ANSWER To SHOE SALES 


We've called it the ‘‘magic button.’’ 


record shows it’s happened twice, with phenomenal results—disproving the theory 


Find it and shoe sales suddenly zoom. The 


of limitations of shoe consumption. 


( onceALED in the recesses of 
every branch of the shoe industry is 
a “magic button.” Find that button, 
by planned action or by accident, and 
sales zoom upward. 

The record shows that two 
branches of the industry—women’s, 
and misses’ and children’s shoes— 
have found that button. As a result, 
production, sales and consumption 
of these shoes have shown a phe- 
nomenal rise in a short time. By 
contrast, all other branches have so 
far missed the button. As a result, 
their production, sales and consump- 
tion patterns have shown a decline, 
or at best have remained static. 

To put it another way, if women’s, 
misses’ and children’s shoes hadn't 
found the button, over-all per capita 
consumption of footwear today would 
be appreciably below three pairs in- 
stead of a healthy 3.2 pairs. 

Let’s take a look at the figures. In 
the past 18 years, women’s shoes have 
shown a hefty 28 percent increase in 
per capita production. 

Misses’ and children’s shoes have 
in the past nine years shown a phe- 
nomenal 47 percent rise. 

But on the deficit side, men’s shoes 
over the past 10 years have shown a 
16 percent drop in per capita pro- 
duction. Boys’ and youths’ shoes 
have tumbled by 23 percent over the 
past 23 years. Infants’ shoes and 
those classified as “all other” have 
remained about static over the past 
30 years. 

Comes the big question: Why has 
there been a sharp and steady rise 
in per capita production of women’s, 
misses’ and children’s shoes, while 
the other groups fell back or re- 
mained stationary? General factors 
which influence buying of all shoes 
should apply to all groups of foot- 
wear. For example, if, as happened, 
per capita income and spending rose 
substantially to influence the pur- 
chase of one group of shoes, the same 
factors should have a similar influ- 
ence on all types. But that wasn’t 
the result. Some groups gained, 


others lost, despite falling under the 
same influences. 

What, then, caused the rise in 
some, the decline in others? 

Here’s where the “magic button” 
went to work. 

First, take a look at women’s shoes 
(see the chart). Now, in the 14 
years from 1921] to 1934, per capita 
production of women’s shoes aver- 
aged 2.95 pairs annually. In the 18 
years from 1935 to 1952 the figure 
shot up to 3.76 pairs—a gain of 28 
percent. As a result of this gain of 
three-fourths of a pair per capita 
annually, we’re now making and sell- 
ing 100 million more pairs of wom- 
en’s shoes a year. 

All right, why did that happen? 

Take a look at the year 1934: per 
capita production of women’s shoes 
stood at 3.05, fairly close to annual 
average over the previous 13 years. 
Now take a look at 1935: the per 
capita production figure suddenly 
shoots up to 3.31—an abrupt gain of 
nearly nine percent. 

And something enormously signif- 
icant: Prior to 1934 the highest per 
capita production of women’s shoes 
was 3.14 pairs (in 1923). In 1935 


it suddenly shot upward to 3.31 pairs 
—and thereafter never dropped be- 
low 3.40 pairs. 

Therefore, somewhere between the 
years 1934 and 1935 the magic but- 
ton was pressed, causing a sudden 
rise in per capita production of wom- 
en’s shoes, and a continuing rise 
thereafter. 

What was the auspicious event of 
1935? 

Playshoes. 

Here was a distinctive and fresh 
type of footwear which caught and 
embraced the female imagination. 
Here was a colorful type of shoe with 
new designing possibilities. It was a 
distinct departure from the “novelty” 
shoe which had up to now reigned. 
Whereas the novelty shoe was a 
dressier or more “formalized” shoe, 
the playshoe (later to evolve into 
the casual) was gayer in mood, more 
colorful, more comfortable. 

Perhaps it was the times, which 
the psychologists tell us bear an in- 
fluence on fashions. We were slowly 
rising out of the deep pit of the 
depression, and perhaps there was a 
slowly rising mood of optimism, or 

(Concluded on Page 35) 








These Went Up 
i Misses’ & 


Women’s Children’s 


4.07 ) 
3.65 
4.13 
3.78 
3.76 
3.94 
4.51 
3.78 
3.58 
3.80 
3.60 
3.89 
3.40 
3.73 
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These Went Down 
Boys’ & 
Men's Youths’ 
1.80 1.33 ) 
1.93 
1.90 
1.82 
1.98 
2.04 
2.01 
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YOU AND YOUR 
CUSTOMERS 
BOTH GET MORE... 


when you specify 
England Walton 
sole leather 


It costs no more for England Walton sole leather than for 
ordinary brands. Yet you're getting top quality by every standard 
— the result of 100 years’ experience in making 

fine leather soles. And you can bank on it that no 

expense is spared to maintain this leadership. 


For complete satisfaction — and profit — and the 
ultimate user’s enjoyment of the finest value 
— specify England Walton sole leather. 


é et 
ENGLAND WALTON BENDS, CUT SOLES AND SOLE LEATHERS i S : 
A.C. LAWRENCE LEATHER COMPANY **% 


A DIVISION OF SWIFT & COMPANY (INC.) 


BOSTON - CAMDEN + PEABODY - NEW YORK «+ ST.LOUIS + COLUMBUS - MILWAUKEE - LOS ANGELES 
SAN FRANCISCO + ASHLAND, KY. + NEWPORT, TENN. + HAZELWOOD, N. C. 
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Nylon Resins For Leather Processing 


These versatile polyamides give new properties to leather 


§ incr their development was ini- 
tially announced by E. I. du Pont de 
Nemours & Co. back in 1938, polya- 
mide or nylon resins have found cer- 
tain applications in virtually every 
modern industry. Although best 
known as fiber or fabric materials, 
they are also used in the manufacture 
of tapes, webbings, brush handles, 
surgical sutures, bristles, transparent 
film, and even automobile tires. But, 
until recently, they appeared to be 
among the few resinous materials 
that were generally unsuitable for 
processing leathers. 


Now, thanks to the development 
of modified polyamides, it seems 
more than likely that these remark- 
able materials will soon attain a posi- 
tion of considerable importance in 
the leather industry. 


Modified polyamides are simply 
standard nylon resins combined with 
fatty acids, ethylene diamine, dieth- 
ylene triamine, and other chemically- 
compatible substances which are cap- 
able of altering the resins’ basic 
physical properties. For leather- 
processing purposes, resins thus 
modified are usually thinned or dis- 
persed in solvents—such as propyl 
and higher alcohols, acetic acid, 
chlorobenzene, chloroform, methy]- 
ene chloride, trichlorethylene, mix- 
tures of alcohols with aromatic or 
aliphatic hydrocarbons, phenol, 
heated ethanol, cyclohexanol, and 
methyl isobutylcarbinol. 


The solid contents of a modified 
polyamide processing solution may 
range from 40 to 70 percent, depend- 
ing on the nature of the dispersion 
and the way it is to be used. 


Modified polyamide dispersions 
resemble other resinous solutions to 
the extent that they can be used to 
coat, impregnate, or bond leather 


By Thomas A. Dickinson 


materials. However, they are much 
more versatile from the applicational 
point of view because they are cap- 
able of having a greater variety of 
properties in the solidified condition. 

As a rule, the processing solutions 
have a light amber color. But this 
can be modified, if necessary, for 
virtually all finish effects — from 
glass-clear transparency to pure 
black opacity—by adding clarifiers 
or pigments to the solutions. 

Lacquer-like solutions with low 
solids contents are normally prefer- 
able for impregnation operations, 
since they have maximum wetting 
action. More viscous solutions with 
high solids contents are often desir- 
able for other applications, because 
they require less drying time. 

Elastomeric polyamides such as 
the resin #110 recently developed 
by General Mills, Inc., at Minne- 
apolis, Minn., are especially useful 
as impregnants because they are 
capable of imparting a high degree 
of softness and flexibility to leather 
materials. Further, they are said to 
have more mechanical strength and 
better resistance to aging than other 
resins which now serve the same 
purpose. 


Polyamide impregnants modified 
for rigidity in the solidified condi- 
tion make it possible to hold leathers 
into various shapes with relatively 
little pressure. Resultant products 
are said to have better heat resist- 
ance, more durability, and a more 
attractive appearance than leathers 
impregnated with other agents such 
as pyroxylin. 

As coating materials, modified 
polyamides impart exceptionally 
bright and abrasion-resistant finishes 
to leather materials. Moreover, such 
finishes are said to be virtually im- 
pervious to water, oil, and other 
solutions to which leather products 
are commonly exposed. 

When modified for use as ad- 
hesives, polyamides have proved 
themselves to be capable of produc- 
ing high-strength bonds between 
leathers and many other materials— 
including wood, plastics, most 
fabrics, and metals. 

Compared with other new leather- 
processing resins, modified polyam- 
ides have the great advantage of a 
relatively low cost because their basic 
constituents have been in production 


(Concluded on Page 36) 





Property 
Approximate Acid Number 
Pounds per Gallon 


Penetration at 25 
Average Molecular Weight 


Viscosity (Gardner-Holdt) 





TYPICAL PROPERTIES OF MODIFIED 
POLYAMIDE RESINS 


Maximum color, 35% solution in butanol-toluene 12 
Approximate Specific Gravity 
C. (ASTM, 200 g. weight)... 


Ball and Ring Softening Point, °C. (ASTM) .... 


Value 


7 
.917-.987 
7.653-8.237 
2.1-16.1 
3000-9000 
95-115 








LEATHER and SHOES 


October 24, 1953 





New DEVELOPMENTS IN SHOE FINISHES 


Utilizing all the facilities, equipment and methods of modern science, enormous 
strides have been made by the shoe finishes industry. Here’s what has happened to 


date—and some promising developments soon to come. 


OME of the most influential devel- 

opments in the shoe industry in 
recent years have stemmed from that 
allied branch dealing in shoe finishes. 
What was not so long ago an “art” 
has now become one of the most ex- 
acting sciences in the industry. As a 
result, some remarkable new products 
have been introduced recently, while 
still more are in process in the labora- 
tories, due to emerge as major con- 
tributions to better shoes and shoe- 
making. 


Once called the blacking industry 
(now too restrictive a term) the shoe 
finishes industry formerly operated 
in a crude, by-guess-and-by-taste 
manner. Lack of technical knowl- 
edge and inadequate equipment were 
contributing factors to mediocre 
products. The men in the industry 
were known as “practical mixers.” 
They knew how to cook and mix an 
edge stain or bottom blacking. It 
was a business of tightly held 
“secrets,” with formulae zealously 
guarded from others, even in the same 
establishment. 

The equipment usually consisted of 
iron or copper kettles for cooking 
wax, shellac and casein. Stirring was 
usually done by hand with a wooden 
paddle. Since the solutions were al- 
kaline, the iron and copper kettles 
were a source of contamination from 
iron and copper salt formation dur- 
ing processing. These metallic salts 
destabilized finishes, causing precipi- 
tation, jelling, and in some cases 
leather discoloration, all of which 
drove shoe manufacturers to distrac- 
tion. 

Also, base solutions were often 
stored in open-head wooden barrels 
which provided an excellent medium 
for bacteria, mold and _ fungus 
growths with consequent deteriorat- 
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By Dominic P. Ciaccio 
Chief Chemist 
Paule Chemical Corp. 


ing effects on finishes and leathers. 
Because of inadequate knowledge 
and laboratory facilities, raw mate- 
rial, as well as finished product con- 
trol, was either non-existent or woe- 
fully inadequate. Likewise, new 
product development and research in 
this field was practically absent. 

At the time, such crude hand- 
processing methods seemed natural 
and proper. You see, chemical proc- 
essing involves two main divisions of 
manufacturing: the continuous proc- 
ess and the batch process. The larger 
chemical industries employ the con- 
tinuous flow process. Here the raw 
materials move in a continuous and 
automatic flow through the reactors, 
separators, driers, purifiers, etc., and 
emerge as the finished product. 


Batch-Type Processing Industry 


On the other hand, the shoe fin- 
ishes industry, with its numerous, 
comparatively small volume spe- 
cialty items, is a batch-type process- 
ing industry. Direct-fired or steam- 
batches are completed, the base so- 
jacketed processing kettles are usu- 
ally hand-loaded. When the small 
batches are completed, the base so- 
lutions are transferred to storage 
tanks for use in subsequent blends 
of shoe factory finishes. 

Nevertheless, despite such handi- 
caps requiring specialized treatment 
of many small batches of various 
shoe finishing items, this industry 
broke from the bonds of the old- 
fashioned “art” and stepped into 
processing by the more exciting sci- 
entific methods. And today we have 
a modern industry. 

Larger glass-lined and_ stainless 
steel, high-pressure steam-jacketed 
kettles now make it possible to proc- 
ess larger, more uniform batches 
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without metallic salt contamination. 
Stainless steel storage and mixing 
tanks equipped with variable speed 
agitators, together with adequate 
preservatives, insure bacteria-free 
and stable finishes. High-speed ho- 
mogenizers reduce particle size and 
insure finishes which fit in well with 
fast, modern shoemaking. Excellent 
laboratories staffed by trained chem- 
ists keep careful control on raw ma- 
terials, on materials in process, and 
on finished chemicals for shoe fac- 
tories. 

These developments, obviously, 
have proved a boon to the shoe 
industry, creating more serviceable 
finishes in addition to helping pro- 
duce shoes of greater sales-appeal 
and customer satisfaction. 

But the transition from art to sci- 
ence, from old to new, wasn’t easy. 
Faced with radically changing con- 
ditions in shoe factories, our own 
company, for example, initiated an 
intensive research and development 
program. It was fully evident, from 
the numerous appeals coming from 
shoe factories, that a need existed 
for new and improved finishes to 
keep in stride with the newer finish- 
ing products and methods developed 
by the tanning industry. For in- 
stance, new shoe factory finishes had 
to be compatible with, or be inte- 
grated with, the new aniline finish 
leathers, and also the scuff-resistant 
and water-resistant top finishes the 
tanners were using. 

The demand of shoe factory pro- 
duction men for  faster-working, 
trouble-free finishes was also a fac- 
tor which could not be by-passed 
by shoe finishes plants. We, along 
with others, intensified our efforts 
along scientific paths, and with the 
tools and techniques of modern sci- 

(Continued on Page 22 
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As much pressure as 
you need can be selected by the operator 
and applied by this hydraulic machine. 
It sets a new high standard of perform- 
ance for the sole laying operation and 
improves work at subsequent opera- 
tions: rough rounding, sole stitching 


and leveling. 


INCREASES PRODUCTION! Wide 
open work area — no obstructions — 
shoe locates directly on pad — work 
feeds faster with less fatigue. Stroke of 
piston elevating pad box can be readily 
shortened to increase production on 
women’s and children’s shoes. 


SELECTIVE PRESSURES! By turning a 
dial, operator can set pressures as re- 
quired. Hydraulic system provides se- 
lected pressure on every shoe regardless 


Pad box is designed to give all-over 


pressure with extra pressure on the inseam. 


It brings the entire sole tightly up 
to the bottom, produces well-defined 
feather line and better looking shoes 
without loss of flexibility. For further 
information call the nearest United 


Branch Office. 


of total height at heel-end (last plus 
sole). Lays all kinds of soles. Can be 
fitted for direct pressure leveling of 
infants’ and children’s shoes. 


INEXPENSIVE MAINTENANCE! 
Clutches, springs and gears eliminated 
in favor of hydraulic system... internal 
parts are few and self-bathed in oil. 


Average monthly parts costs on many 
machines now in use can be counted in 


pennies. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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PENALIZE LEATHER UNION LOCAL 


LABOR BOARD REVOKES 
BARGAINING RIGHTS 


Cites False Affidavit Of 
Union Officer 


In startling action that may well 
set an industrywide precedent, the 
National Labor Relations Board this 
week stripped a Cincinnati local of 
International Fur and Leather Work- 
ers Union of its collective bargain- 
ing rights. 

The action was taken because of 
false statements one of the union 
officers admittedly made to the FBI 
concerning his Communist activities. 

The ruling was announced Satur- 
day, Oct. 17, in a case involving the 
Am-O-Krome Co., Cincinnati leather 
firm, and Local 214 of International 
Fur and Leather Workers. 


Schooler Central Figure 

Central figure in the case was Tevis 
Bruce Schooler, recording-financial 
secretary-treasurer of the local, which 
is bargaining agent for some 125 
workers at the Am-O-Krome plant. 
Schooler pleaded guilty and was con- 
victed on April 3 of this year for 
falsely denying he had ever been a 
member of the Communist Party 
and that he had ever attended Com- 
munist Party meetings. 

Schooler was sentenced to prison 
for two years on each count, the 
sentences to run concurrently. 

In August, 1950, Schooler and 
filed a non-Communist affidavit with 
the NLRB, and on the basis of the 
affidavit, the local was granted col- 
lective bargaining rights before the 
board. 

After the conviction, the board, 
on Aug. 25, sent the local a “show 
cause” notice asking why the rights 
should not now be taken away. 

A reply came in, and over the 
week end, the board did this: 

1. Revoked a letter of Aug. 28, 
1950, which had said the local was 
in compliance with the non-Commu- 
nist affidavit requirements of the 
Taft-Hartley Act. 

2. Declared the union’s certifica- 
tion as of Jan. 31, 1952, was “of no 
further force of effect” because the 
local was out of step with the non- 
Communist filings. 

The board acted, it explained, “in 
the interest of protecting its own 
processes from further abuse.” 

The action came over a protest 
from the union, sent in answer to the 
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“show cause” notice. The protest 
was signed by Harold I. Cammer of 
New York, attorney for the local and 
the parent union. 

Cammer said the plea of guilty to 
the U. S. District Court for South- 
ern Ohio did not mean of necessity 
that the affidavit to the board was 
false. 

“Elementary principles of logic 
forbid a conclusion that a false state- 
ment that Schooler had never been a 
member of the Communist Party 
and had never attended a Communist 
Party meeting means that on Aug. 
21, 1950, he was a member of the 
Communist Party, any more than a 
false statement that one had never 
passed a stop sign would mean that 
he had in fact passed a stop sign on 
a particular date.” 


Later, the statement said: 

“. . . while the government had 
proof that Schooler had at one time 
been a member of the Communist 
Party (a period of time larger than 
that with which the affidavit is con- 
cerned) it did not have prima facie 
evidence that he was a member in 
Aug., 1950, when he signed the afh- 
davit.” Said the document, “ 
the conviction at most raises a possi- 
bility that the affidavit may be false.” 


Making a second point, the docu- 
ment said: 

“Therefore, the board’s only power 
is to refer a suspected false affidavit 
to the Department of Justice for in- 
vestigation and, if warranted, prose- 
cution by that agency. Presumably 
this has been done in this case and, 
as noted, the Department of Justice 
has not produced even prima facie 
evidence of falsity sufficient to war- 
rant an indictment. Under these cir- 
cumstances an independent conclu- 
sion of falsity would be beyond the 
powers of the Board.” 


WILSON AGREES TO PACT 
Wilson & Co. and CIO United 


Packinghouse Workers have reached 
agreement on a pay raise of 5 cents 
an hour and a hospitalization-medical 
protection plan. Both arrangements 
follow the pattern of agreements 
reached by the union with Swift and 
Armour, according to spokesmen of 
the two negotiating parties. 


The pay raise was retroactive to 
Sept. 28th and the protection plan is 
to be effective not earlier than Dec. 
Ist. A new contract is to be signe: 
embodying these provisions. 
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CENSUS COMMITTEE 
SEEKS SERVICE ADVICE 


Launches 3-Month Study of 


Functions 


The Intensive Review Committee, 
appointed by Secretary of Commerce 
Sinclair Weeks to appraise the poli- 
cies and procedures of the Bureau 
of the Census, has asked census-users 
for suggestions on ways by which the 
Bureau might improve its services 
and gather information more effici- 
ently and at less cost. 

The Committee, of which Dr. 
Ralph J. Watkins, Director of Re- 
search of Dun and Bradstreet, Inc.. 
is chairman, launched a three-month 
study of Census functions on Oct. 8. 
By year’s end it will report its find- 
ings and recommendations to the 
Secretary of Commerce. 

“We welcome the suggestions and 
comments of business, agricultural, 
labor organizations, and other users 
of government statistics,” Dr. Wat- 
kins said. 

The committeemen are outstand- 
ing statisticians selected to represent 
various areas interested in Census 
programs, and include experts from 
industry, labor and agriculture. 

Merrill C. Watson, executive vice 
president of the National Shoe Man- 
ufacturers Association, is a member 
of the committee. 


SHOE FAIR THEATRE 
OFFERS MANY TALENTS 


One of the featured players in 
Shoe Fair Theatre at the National 
Shoe Fair in Chicago will be Marga- 
ret Kirkwood, a prominent Chicago 
actress. Five daily performances of 
shoe sales demonstrations in men’s, 
women’s and children’s stores will 
be given at the Fair beginning at 
2:00 P.M., October 26. 

Several of the Theatre’s perform- 
ances will make use of the talents of 
prominent shoe men who will act as 
“guest salesman.” Among these is 
Irving Grossman, who heads I. Miller 
operations on the West Coast. 


American Hide Reports 
Loss For Quarter 

American Hide and Leather Co. 
of Boston reports a loss of $5,078.41 
for the three months ended Sept. 30, 
1953. This compares with a profit 
of $125,097.71 for the corresponding 
period of 1952. 

Directors took no action on the 
declaration of the preferred dividend. 
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STOCKHOLDERS APPROVE 
PURCHASE OF BERLAND 
Latter To Operate Under 

Present Setup 


Stockholders of General Shoe 
Corp., Nashville, Tenn., have ap- 
proved an amendment to the com- 
pany’s certificate of incorporation 
which will clear the way for financing 
purchase of Berland Shoe Stores, 
Inc., St. Louis retail shoe chain. 

The vote was taken Oct. 22 at a 
special meeting presided over by 
Maxey Jarman, General’s chairman, 
and attended by holders of $3.50 
cumulative preferred stock, preferred 
stock and common stock. 

Negotiations between General Shoe 
and Berland have been upon a basis 
of exchange to Berland stockholders 
under which holders of common stock 
would exchange their holdings for 
General’s common stock. Holders of 
Berland preferred stock may ex- 
change holdings for General’s com- 
mon stock or new preferred stock, 
authorized at the meeting. 

As part of the amendment, author- 
ized number of shares of General’s 
common stock has been increased 
from 1,200,000 to 2,000,000. Addi- 
tional preferred stock was also 
authorized to be available for such 
future acquisitions of financing as 
directors may deem advisable. 

Proposals were approved by 73 
percent of General’s total outstand- 
ing shares. Jarman first explained 
that the medium and low-priced wom- 
en’s and children’s shoe field (as 
covered by Berland) is an important 
large volume field with very favor- 
able possibilities. Berland does not 
manufacture shoes but leases and 
operates stores and departments sell- 
ing shoes and accessories. 

Jarman added that plans are under 
way to expand Berland operations. 
Berland will continue to operate in- 
dependently under its present man- 
agement at the St. Louis headquar- 
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OFFER CURE FOR 
TANNERY ODORS 


Tannery odors, the bane of many 
a leather manufacturer and cause of 
numerous difficulties arising between 
tanneries and the communities in 
which they are located, can be con- 
trolled easily by simple application of 
deodorizing products. 

This is the claim of Jerome L. 
Murphy, president of Murphy Chem- 
ical Corp. of Philadelphia, Pa. 

Murphy, producer of ‘“Mur-Sani- 
Sol” No. 1 and “Mur-Aseptic” de- 
odorizing agents, has been called 
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upon to rid many industrial plants 
of nuisance odors. Among these are 
renderers of rotting scrap meats, of- 
fal, etc., plants processing fish and 
animal by-products, glue factories 
and tanneries. 

Recently, according to Murphy, a 
tanning company with “serious odor 
troubles” heard of Mur-Sani-Sol No. 
] through a large glue factory to 
whom it sold hide clippings. Appli- 
cations of Mur-Sani-Sol No. 1 solved 
the odor problem immediately. 


SHOE REPAIRMEN 
WIN 1953 AWARDS 

The National Silver Cup Winner 
in the annual Shoe Service Magazine 
competition was Joseph Santopadre, 
Tip-Top Shoe Service, 1027 Iberville, 
New Orleans, according to announce- 
ment by the publication. Four addi- 
tional sectional winners were also 
awarded cups: Michael J. Saitta, 
Plymouth, Penn.; R. T. and Louis R. 
Nicosia, Waco, Texas; George Z. 
Sakalson, San Marino, Calif; and 
Joe Battistone, Cleveland, O. Blue 
Ribbon Awards also went to 30 other 
shoe service operators throughout the 
country. 

Judges in the contest were: Bernice 
S. Decker, mid-west editor, Boot & 
Shoe Recorder; Frederick G. Moyna- 
han, vice president, Leather & Shoes; 
Lovell D. Warrick, shoe repairman 
of Clinton, Ill., and James V. Malone, 
editorial research director, Leather 
& Shoes. 


BROWN SHOE TO CLOSE 

FESTUS PLANT TODAY 

Former Milius Factory On 
, Way Out 

Brown Shoe Co. reports that it is 
suspending operations at its Festus, 
Mo., plant on Saturday, Oct. 24. The 
shutdown will affect some 346 work- 
ers and shut off a monthly payroll of 
$65,000 from the town. 

Notice of the closing was released 
by the Festus Real Estate Co., which 
reported that Brown officials had ad- 
vised them that work in progress at 
the plant would be completed on 
Oct. 24 in time for the closing. 

Although Brown officers refused 
to comment on the shutdown, local 
officers blamed it on “unfavorable 
operating conditions which 
<ould have been avoided.” 

Brown took over the Festus build- 
ing, offering some 20,000 square 
feet of floor space, from Milius Shoe 
Co. six years ago. 

No information was given on the 
disposition of the plant’s 364 workers 
although the Real Estate Co. head 
admitted that a “substantial manu- 
facturing concern” might soon oc- 
cupy the building. 

Meantime, a delegation of local 
shoeworkers called upon Brown offi- 
cials, asking that the decision to close 
be reconsidered. Workers cited the 
many elderly people that would be 
thrown out of jobs by the shutdown. 


Judges in the 1953 SHOE SERVICE MAGAZINE Silver Cup Competition are pictured 
discussing the merits of various entries. Shoes were entered by shoe repairmen from all 
over the U. S. Left to right: Fred G. Moynahan of LEATHER AND SHOES demonstrates 
a point while Bernice S. Decker of BOOT & SHOE RECORDER, Lovell D. Warrick, Clinton, 


Ill., a former competition winner, and James V. Malone, editorial research director of 


LEATHER AND SHOES look on. 
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ANNUAL SALES OF 535,000,000 PAIRS 


WITHIN SHOE 


Footwear sales can be boosted up 
to 535 million pairs a year, accord- 
ing to Julius G. Schnitzer, director 
of the leather, shoes and allied prod- 
ucts division of the Department of 
Commerce. 

A selling campaign, designed to 
boost per capita sales from 3.1 pairs 
a year to 3.3, would bring about this 
total, he told the Tanners’ Council 
Oct. 22 in Chicago. 

“Continued activity of the trade 
should readily result in an over-all 
increase in the per capita consump- 
tion of shoes to 3.3 pairs annually,” 
Schnitzer said. 

“It would take extra pair sales to 
only a very small portion of the total 
population to reach this goal. 

“Even bringing the per capita of 
groups such as men’s and boys’ up 
to levels which prevailed prior to 
1947 would accomplish the result. 

“If this could be attained it would 
mean an annual sale in 1954 of al- 
most 535 million pairs, based on a 
population total of 162 millions for 
that year. 

Over 500 Million 

“While the total suggested above 
may not be reached during the com- 
ing year, there is very good reason to 
believe that shoe production in 1954 
will be in excess of 500 million pairs. 

“If this total is attained it will be 
the first time in the history of our 
shoe industry that annual output for 
three consecutive years has totaled 
more than 500 million pairs annually. 

“This will be a record attained in 
no other country in the world: in 
fact, during 1952, with less than eight 
percent of the world’s population, 
the United States accounted for about 
40 percent of the entire world shoe 
output.” 

Of the present situation, he said: 
“According to my observations, the 
rate of shoe production during the 
first nine months of this year has 
been higher than that of consump- 
tion. Expectations are, however, that 
this will be almost entirely offset by 
reduced output and maintained high 
retail volume during the closing 
quarter of the year. 

“Moreover, with less overtime, 
generally shorter hours, and in- 
creased vacations which will prevail 
next year as compared with previous 
years, consumer appetite for more 
footwear can very well be whetted 
by judicious advertising of individ- 
ual producers and retailers.” 

Schnitzer named 10 avenues to 
sales of more leather: 
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1. Harder selling to boost per cap- 
ita sales of shoes, which represented 
80 percent of the leather market. 

2. Emphasis on “casual shoes 
which were especially comfortable 
when driving or riding in a car.” 

3. “Encourage each traveler to 
have his own bag or case.” Now, 
three persons use two bags on the 
average. 

4. Emphasize 
women’s handbags for use on trips.” 

5. Push “a small type bag for men 
in which could be carried overnight 
necessities,” so the main bag would 
not need to be unpacked. 

6. “California styling does a great 
deal to popularize leather clothing 
for sports and casual wear.” 

7. “Greater use of wallets in wo- 
men’s handbags. 

&. Wider use of leather pocket sec- 
retaries for men.” 

9. More waist belts instead of sus- 
penders. 

10. More use of upholstery leather 
in automobiles. 


NEW COUNCIL OFFICERS 

Erhard Buettner, president of Pfis- 
ter & Vogel Tanning Co., Milwaukee 
tannery, has been elected president of 
the Tanners’ Council. A pioneer in 


“specific types of 





ERHARD BUETTNER 


the development of new leathers and 
industrial processes, he succeeds Law- 
rence L. Jones of Peabody, Mass., 
president of the Council for the past 
two years. 

Horace L. Shepard, Jr., vice presi- 


dent of The George A. Shepard 
Leather Co., Bethel, Conn... was 
elected treasurer at the annual meet- 
ing of the Council’s board of direc- 
tors held Oct. 22 in Chicago. 

Re-elected were Irving R. Glass as 
executive vice president and Leif 
Kronen as secretary. 
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TANNERS FACE ERA 
OF SOUND PROFITS 


Glass Feels Industry Now 
On Solid Ground 


The leather industry now has a 
right to expect reasonable profits as 
a normal rather than infrequent 
event, according to Irving R. Glass. 
executive vice president of the Tan- 
ners’ Council. 

Speaking before the annual meet- 
ing of the Council, held Oct. 22-23 
at the Edgewater Beach Hotel in 
Chicago, Glass told assembled tan- 
ning executives that the groundwork 
has been laid “for reasonable earn- 
ings in the leather industry.” He 
emphasized that the industry’s think- 
ing “now has to catch up with the 
facts that we can and should expect 
a proper return as normal rather 
than infrequent, intermittent or un- 
expected.” 

The Council officer cited experi- 
ences of the past when the tanning 
industry had little to brag of in terms 
of earnings. “There was one of the 
great paradoxes of American busi- 
ness. We were making products that 
were tops in quality, products which 
were the base for profitable manu- 
facturing and_ retailing business. 
goods which were identified as an 
outstanding part of the American 
standard of living. 


Amazing Fact 


“The amazing fact was that the 
tanners’ return, the profit which 
ought to be the measure of an indus- 
try’s contribution, was non-existent. 
On the contrary, the consistency with 
which red showed up in our figures 
was tremendously disturbing.” 

He pointed out that the leather 
industry, within the past two years. 
has earned a reputation among other 
industries as being young, confident. 
fast-moving and aggressive. 

Tanners are now beginning to mer- 
chandise and drastic changes are 
taking place in the industry’s sales 
thinking, Glass said. “There is evi- 
dence that an inferiority complex in 
selling, which has always — been 
reflected by obsession with price, is 
beginning to disappear. 

“IT find that more and more atten- 
tion is being given to other factors 
in selling, factors which outweigh in 
importance both to the customer and 
to yourselves the minor consequences 
of price haggling. I suggest to you 
that the changes in sales techniques 
which must come about is not easy 
or simple, but that the dividends will 
be exceedingly worth while.” 
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Your Blueprint for Enduring Toe Comfort 


"Celastic” Box Toes 


Months of wear are hard on any shoe but for an extreme test, take this 


on-the-job shoe worn for 8 months by James F. McCaul, construction 






engineer of Nashville. Note how the toe area of this shoe 
made with ‘‘Celastic’’ is completely smooth and 
free of wrinkles. Mr. McCaul says: ‘‘These shoes 
gave me real comfort, with no wrinkles in the 


toes. I'll buy the same brand of shoe again, you 



















may be sure.’ 
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There is one big reason why manufacturers and re- 
tailers can be sure of wearer satisfaction when “'Celastic’’ 
is the foundation of the toe. It’s the positive fusion be- 
tween box toe and lining. For toe comfort and style that 


endure, specify ‘'Celastic’’ Box Toes. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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MIXED FEELINGS OVER FUTURE 
MARK HIDE ASSOCIATION MEETING 


But Industry Pulse Appears Healthy Despite Warnings 
Of Caution 


In an atmosphere of sharply mixed 
feelings concerning the outlook for 
rawstock sales in the months ahead, 
the National Hide Association held 
its annual Fall Meeting at the Edge- 
water Beach Hotel, Chicago, Oct. 21. 
Feelings concerning general business 
outlook for hides ran to the gamut 
from pessimism to optimism, with 
most of it settling in the middle range 
of “normal activity.” 

Modifying “ifs” accompanied most 
of these sentiments. Those seeing 
wholesome activity ahead, along with 
firming prices, base their opinions on 
low inventory levels, continued hide 
export demand, good spring shoe 
business, and a continued high level 
of the general economy with which 
hide business historically runs pretty 
parallel. 

Those with more cautious views 
point to a continued high level of 
slaughter, a decline in U. S. hide ex- 
port demand as a result of dollar 
shortages, a decline in shoe produc- 
tion, and a general sense of caution 
regarding the over-all business out- 
look. 

Sees No Recession 

The meeting was opened officially 
by President Nick Beucher, Jr., who 
stated that he sees “no recession 
ahead, despite a softening in some 
lines such as hides. We face simply 
a period of readjustment following 
a period of economic binge.” 

Selling, said Beucher, will he 
harder in the period ahead, and there 
will be more insistence on quality 
hides in a strong buyers’ market. He 
warned hide men that they would 
be stuck with poor quality hides if 
the domestic market stays on the 
slow side. 

Beucher declared that the rush of 
cattle to market and a high cattle kill 
may face a decline as a result of more 
government aid to cattle growers and 
a lower feed bill, thus permitting 
cattle growers to hold back longer 
before cattle go to market. This may 
tend to prevent further price soften- 
ing due to over-supply. 

He stated that the heavy buying 
of U.S. hides by foreign sources has 
helped prop domestic prices. “More 
recently, speculators have entered the 
market and have bought heavily, re- 
sulting in packers’ having bare hide 
cellars. . . . The hide movement has 
kept pace with production. 

“Tanners may soon enter the mar- 
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ket if for no other reason than to 
protect themselves against a possible 
rising of hide prices. . . . There is 
every reason to believe that the hide 
industry will close the year in a much 
better position than it anticipated five 
months ago.” 

Beucher urged tanners to give 
more vigorous promotion to their 
own leathers to supplement the over- 
all leather promotion program. In 
the weeks ahead the NHA plans to 
institute a “grass roots” program of 
leather promotion on its own. Part 
of this program will be to carry the 
story of leather to the nation’s 64,000 
shoe repair shops. 

A. S. Berens, chief chemist of the 
Chicago Rawhide Mfg. Co., spoke on 
the subject of mechanical leather. 
Sales of leather packings in 1952 
amounted to $10 millions, and sales 
of leather oil seals came to $40 
millions. 

Berens said that mechanical leath- 





All officers of the National 
Hide Association have been 
re-elected for the coming year. 











ers are meeting the same competition 
from synthetic and rubber materials 
(Neoprene, Hycar, Thiokol, etc.) as 
has been experienced by sole leather 
tanners. He urged the cooperation of 
the leather industry as a whole to 
help the mechanical leathers branch 
to combat this competition with more 
intensive research to maintain strong 
competition with the rubber and com- 
position materials in the packing 
field. 

D. J. Schachter, vice-president of 
the Hygrade Food Products Corp., a 
meat-packing firm, spoke on “The 
Packer’s Viewpoint of the Hide Situa- 
tion.” He said that while the packer 
fully realizes the commercial value 
of hides, the packer will continue to 
slaughter cattle whether hides are sell- 
ing for one cent or 50 cents a pound. 

A. H. Levitan, president of Levitan 
& Co., spoke on “The Hide and 
Leather Industry In Japan.” Levitan 
has just returned from an extensive 
tour of Japan where he studied the 
situation first-hand. 

He stated that “there is no founda- 
tion for recent rumors of U. S. hides 
being funnelled to Iron Curtain coun- 
tries via Japan.” Heavy Japanese 
buying of U. S. hides over the past 
couple of years has been simply the 
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result of more domestic demand for 
leather in Japan. The country’s 86 
million people have developed West- 
ernized dress and habits. In the cities 
the majority of the people are wear- 
ing leather shoes, and this is extend- 
ing into rural areas. 

All this has placed added demand 
on Japan’s 600 tanners (most of 
whom are located on the main island 
of Honshu. Most of the tanneries are 
small, and many with ancient meth- 
ods and equipment). The main types 
of leather produced are sole, case, 
upper, industrial, sporting goods, and 
some harness. But no garment or 
glove. So far, synthetic materials 


have made no headway. 

The Japanese tanner has become 
very quality-minded, as indicated by 
his heavy buying of U. S. hides. Also, 
his backward methods require good 
hides to produce acceptable leather. 


No Export Now 


Practically all Japanese leather is 
being domestically consumed, with 
virtually no export. However, states 
Levitan, “there is the possibility that 
Japan might someday export leather 
to Red China—as other countries are 
doing business with Red China even 
today.” 

Willard H. Nickerson, editor of 
Shoe & Leather Reporter, addressed 
the meeting on “Some Helpful Hints 
to the Trade.” He urged more pro- 
motion of leather by the tanners in- 
dividually, selling their own product 
as a supplemental promotion to the 
industry-wide program. He also urged 
that leather should not be merchan- 
dised as “nature’s product” but as a 
manufactured product—“The public 
doesn’t buy leather but leather prod- 
ucts.” 

The NHA luncheon was held in 
honor of Cecil Powell, of the Chicago 
office of the Tanners’ Hide Bureau. 
This was Powell’s first appearance be- 
fore the hide trade since his appoint- 
ment to his office (he was for many 
years superintendent of the hide de- 
partment of Armour & Co.). 

Powell cited many of the faulty 
practices common today and resul!t- 
ing in poor hide takeoff and inferior 
hides. 

Another luncheon speaker was 
Elmer Sikorski, president of the West 
Coast Shoe Travelers’ Assn., and 
Pacific Coast sales manager for 
Sbicca of California. Sikorski spoke 
on the need for more educational 
promotion of leather and leather 
products among shoe travelers, re- 
tailers and retail shoe salesmen. He 
said that the American consumer is 
not fully aware of the appeals of 
leather, that this is a selling job. 
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ROY A. STEWART 


RECORD 


Prospects for Canada’s leather and 
shoe industry for the remainder of 
1953 and through 1954 appear ex- 
ceedingly bright, according to a con- 
sensus of official opinion at the Cana- 
dian Shoe & Leather Fair held last 
week in Montreal. 


Both tanners and shoe manufactur- 
ers, practically all of whom were ex- 
hibitors during the Fair, reported 
themselves well satisfied over results 
to date and highly optimistic over 
the future. More than 300 buyers 
were present at the show and buying 
was reported well above last year’s 
showing. 

One reason for the growing op- 
timism is Canada’s rapid growth in 
recent years, both in population, in- 
dustrially and in its economy. Still 
another was record production and 
sales reported by most segments of 
the industry. 

Abbott Conway, retiring president 
of the Tanners’ Association of Can- 
ada, reported that the tanning indus- 
try had just completed one of its big- 
gest volume years in peacetime his- 
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CANADIAN SHOE OUTLOOK BRIGHT; 
YEAR SEEN IN 1953 


tory. “Paced by a record-breaking 
level of shoe production and by an 
upsurge in consumer demand for 
leather in all its multitude uses,” he 
said, “substantial increases in pro- 
duction were recorded in every 
branch of the industry except the 
light leather tanners.” 

The latter, Conway said, are still 
severely handicapped by the import 
of cheap leathers into Canada. The 
Canadian Government has been 
strongly urged to clamp down on the 
unfair competition. 

Most tanning industry officials 
were optimistic about the future and 
were quick to squash any suggestions 
of a recession in their industry. They 
pointed out that the inflation in hide 
prices had been wrung out in 1951-52 
and that high prices had been stable 
for over a year at a level comparable 
to the average for the 75 years prior 
to World War II. They also stated 
that most leather products, shoes, 
gloves, etc., were necessities of life 
and that, with the population of Can- 
ada growing so fast, it was inconceiv- 

(Concluded on Page 25) 
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JOHN BRAIVE 


New officers of the various 
Canadian trade associates elected 
during the Canadian Shoe & 
Leather Fair in Montreal included: 

Roy A. Stewart of Barrie Tan- 
ning, Ltd., Barrie, Ont., chairman 
of the Shoe and Leather Council 
of Canada. The group, composed 
of tanners, shoe manufacturers, 
retailers and allied trades, is spon- 
sor of the annual Fair. 

Charles Robson of Robson 
Leather Co., Ltd., Oshawa, Ont., 
was named head of the newly- 
formed consolidated Tanners’ As- 
sociation of Canada. He succeeds 


Abbott Conway in the group 
which now combines upper 
leather, sole leather and _ light 


leather organizations which for- 
merly operated separately. 
Maurice Corbeil of Tetrault 
Shoe, Ltd., Montreal, was elected 
president of the Shoe Manufac- 


turers’ Association of Canada, suc- | 


ceeding Robert Scroggins of 
Scroggins Shoe Co., Ltd., Galt, 
Ont. Dominique Bertrand of Albert 
Laliberte, Ltd., Quebec City, is 
first vice president while Harry 





Greb of Greb Shoe Co., Ltd., 
| Kitchener, Ont., is second vice | 
| president. 

John Braive of International 


Braid Co. of Canada, Ltd., Ste. 
Rose, Que., was chosen first presi- 
dent of the new Shoe Industry 
Suppliers’ Association of Canada. 


Jack L. Edmondson of Agnew- 
Surpass Shoe Stores, Ltd., was 
elected president of the Canadian 
Shoe Retailers’ Association. He 


ery, Ltd. Rene Simard of Simard 
& Voyer, Inc., was named first vice 
president and L. H. Wynkie of 
The Shoe Box, second vice presi- 
dent. Mare Delorme of Chaus- 





sures is third vice president. 


succeeds H. B. Ferris of The Boot- 








SHOE FASHION 
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NEWS AN 
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Shoes reaching new high in fashion world. Latest issue 
of "Vogue" magazine features shoes on cover, to go with 
new shortened skirt lengths. We've said this before and 
it bears repeating. Dior's shorter skirt, if it clicks and it 
seems to be doing just that, could mean the beginning of 
broadening horizons for women's shoe industry. Suddenly, 
and with skirts only about one inch shorter than they have 
been for couple of years, shoes become focal point of 
fashion. 


Eyes are now on legs and their adornment—shoes. This 
is chance in a million to get shoes into their rightful fashion 
position. Maybe for a change we can forget our old 
headache—namely, that as far as fashion world in general 
is concerned, fashion ends at hemline. It was a revelation 


to pick up one of the leading fashion magazines this month 
and see fashion er 


not cut off below the knee, 
but ABOVE the knee! 

As was reported in a special article on the subject in 
the October |7 issue of Leather And Shoes, correct shoe 
fashions for rising hemlines are lighter, higher riding. 
Never have we seen more elegant, glamorous footwear. 
(See designs accompanying that article.) This just goes to 
prove something we've always known—that the shoe in- 
dustry has plenty of creative and imaginative talent. More 
often than not, reasons behind bright, new ideas not get- 
ting across to consumer is lack of promotion on part of 
industry itself. Now's the chance, however. Everybody 
is pointing the finger at shoes. It's up to the shoe industry 
to show what it can really do. 


Style trend in women's shoes shown at Canadian Shoe 
and Leather Fair is not so much a change of silhouette 
rather than a reaffirming of certain trends that have been 
coming in for some time. Starting at toe, it's the point, 
the square, the ultra-soft, the open side, the lacy openness 
of thread-thin stripping, the toeless thong with bracelet 
strips around the big toe or the four little ones. 


Middle-wise or at the half, it's a saddle look achieved 
with a bright or dark saddle on a white or pale pastel base. 
For example, red patent on white kid, charcoal! blue on 
foam kid, slits, cutouts or scallops to aerate the foot. 


Plenty of variety at throatline in the square throat with 
center slit or slits at each side. Dimensional effects are 
achieved with ingenious cutting of the fastening end of a 
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sling such as a geometric flower, or saw tooth lines f 


a collar. 


yr 


On the quarter, a dummy strap that rides from the center 
saddle over the base leather. A wide detachable quarter 
fastened to the vamp by buckles, and, at its best, of unlined 
leather. A suspender sling knotted to the vamp. Mule 
backs. Oversized pinking out from the sock lining as a 
mere whisper of a back. 


With the reaffirmation of the silhouette, treatments be- 
come varied. There is vari-colored tubular stripping be- 
coming trim on vamp quarter or stitched on the heel in 
rows. Texture and color interest by the use of leather on 
leather in couturier touches forming a definite pattern 
such as a leather print. Oversized soft leather flowers at- 
tached to simple pumps or mules. All heel heights to wear 
with slim skirts. Wide, very flat stripping giving smooth 
ribbon-like visage when braided upward from a sol 
Colored heels, pear! trimmings, unusual colored lining. 


a 


Leather colors for women's footwear as seen at the 
Canadian Shoe and Leather Fair, in Montreal, Canada, 
have never been more beautiful. Basic colors are in per- 
fect tune with fabric hues. The high gleam of black patent 
leather will accent many of the other colors as a trim and 
the newest look in patent is gunmetal. White will be used 
to great extent in combination with almost any of the 
colors, and designs of white shoes are particularly grace- 
ful. Multicolor combinations will be less important and will 
be replaced by two-tone combinations and startling accent 
colors. 


The razzle-dazzle era is with us. Never has there been 
so much glitter on women's shoes in our modern age. The 
bigger and chunkier the ornamentation, the better every- 
body seems to like it. These eye-stopping styles are mostly 
on dancing and at-home shoes. However, even late day- 
time footwear and street footwear are dressed up with 
trimmings of a glittery nature, or a heel sparkling with 
metallic grandeur. Anything goes, even leopardskin be- 
decked with fake diamonds. 


“Kevabis Marytbanion 
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COPPER PATENT 


GUNMETAL PATENT 
BLACK PATENT 


























unless you STITCH with NYLO N! 





Stitch better shoes... 
reap better profits! 
Always stitch with 
Neophil (Nylon) thread! 


Tag your shoes to show 
they have genuine plus- 
value. Write for our 
Premier Plan to help 
you win customer 
recognition. 





Abrasion, flexing, perspiration, moisture, mildew — these 
are murder for sport shoes. But Premier Neophil nylon 
thread defies them all. When you stitch golf, tennis, 
bowling, ski, skating, any type of sport shoe — use only 
Neophil, the thread that “holds a shoe together as long 
as the materials last”! 

PREMIER’S TECHNICAL SERVICE STAFF — has news for you 
about Neophil nylon thread for all applications, to sew any oper- 


ation and to do a tiptop job on any type equipment. Ask how 
Neophil nylon can add value to your product. No obligation! 


PREMIER $8.5. NEOPHIL 


The Successpull Uy lore Sang Thad! 


PREMIER THREAD CO - PAWTUCKET RHODE ISLAND 





not just 


foam... 


but 
NODAL. 


COM 





ATIONS 


FOR INCREASED SALES APPEAL. . . SUPERIOR SHOE COMFORT 


“ANDAL” foam-fabric materials add outstanding 
buy-appeal to children’s shoes. Because they have a natural 
“breathing” quality unobtainable in cemented foam 
combinations, “ANDAL” materials are creating new concepts 
of “personalized” foot comfort. In addition, they are 


extremely wear resistant... 


last the life of the shoe. 


“ANDAL” combinations are produced by a special 
patented process* that permanently integrates foamed 
latex with fabrics. Thin, uniform foam gauges ranging 
from 1/32 to 5/16-inch can be supplied for vamp 
linings, complete insoles, tongue linings 

and strap and heel cushions. 


For faster, more economical shoe fabrication . . . specify 
ready-to-use “ANDAL” foam-fabric combinations. 


“ANDAL” means foam-coated fabrics 


EASTERN FOAM FABRIC CO 
BOSTON & BROOKLYN, N. Y. 


#U S. PAT. 2,628,654 
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MERRYWEATHER FOAM LATEX CO. VICTOR W. HEARTEL CO. GERALD D. SCOTT SALES CO 
AKRON & CINCINNATI CHICAGO ST. LOUIS 


HERMAN SCHLOBOHM IN CANADA 


FOAM RUBBER & PLASTICS CO. WM. B. STEWART & SONS, LTD 
LOS ANGELES TORONTO 
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SHOE FINISHES 


(Continued from Page 9) 


ence came up with excellent results 
in a surprisingly short time. 

Quickly developed, for example. 
were leather conditions which cleaned 
aniline and other type leathers efli- 
ciently, with just the right amount 
of “bite.” The leather pores were 
opened just enough to provide the 
proper foundations for subsequent 
applications of renovators, dressings. 
fillers and sprays. 

Colored renovators. with the 
proper vehicle for the leather being 
matched, became available. The shoe 
factory's worry as to whether its 
shoes would have a “painted” look, 
or whether the renovator would lie 

aud on the surface or penetrate too much. 

eee was no longer necessary. The spe- 

ry) cial renovator vehicles took care of 

On the problem. Even the factory's 

SAVE UP TO G 0 renovator application problems were 
resolved, for now can be applied 

the same renovator by whichever 


ON THE COST OF method is available, sponge. brush 
VEGETABLE TANNING Tita 
MATERIALS ! Trouble-Free Renovators 


Tackling the white leather reno- 
vator and dressing problem with its 
nightmares of yellowing. cracking. 
streaking and failure-to-cover difhi- 
culties. the shoe fiinshes industry 
introduced trouble-free white reno- 


TT F vegetable A vators without any of these draw- 

. solutions of vegetable backs. This was followed by the 
can be used on Maratan conditioned eagerly received white suede and 
hides without resulting in drawn buck dressings which both whiten 
grain. Maratan itself is taken up and soften these nappy leathers. 


The crusade for improved shoe 
finishes quietly but determinedly 

Maratan can be used to supply up to a 25 or 30 degree of tannage. filler : wer pia f oishes. W ith 
Higher tannages are obtained by using vegetable tans in conjunc- its slogan of “a proper spray for 
tion with Maratan. The suggested percentages of tannin to be sup- every kind of leather and tannage.” 
plied by Maratan and by vegetable tans for various types of leather the shoe finishes industry introduced 
are given below (based on supplying a 25 degree of tannage with its wax-base flexible fillers and sprays 
Maratan) : which established a reputation for 
quality line finishes for those who 
made the effort. Shoe factories now 


Degree Percent Percent have uniform, bright. mellow. flex- 
Yves of Tannage Tannin To Tannin To “ig : , © - 
sie asses Desired Supply With Supply With ible. quick-drying. stable spray fin- 
f See on Vegetable Tan ishes at their disposal. 

at-liquored ue : 

Chrome Retan 10 to 25 70 to 100 0 to 30 Individual laboratories have made 
| Stuffed Chrome special efforts to develop new and 

Reten “exclusive” finishes. Our own labora- 
Flexible Vege- tory. for example, developed the first 
ae se 25 75 and presently the only non-lacquer. 
Sole 80 30 70 solvent base upper leather spray to 
have wide acceptance. This non- 
blooming. flexible. fast-drying, water- 
resistant upper leather spray solved 


MA RA THON CORPO numerous problems such as preven- 
RA TION tion of blooming due to salt and oil 
CHEMICAL DIVISION in some leathers penetrating through 
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Here’s your copy of Bul- g ‘ 
letin No. 116. Write for quickly and uniformly and can be 


it today! used in concentrated solutions. 











36 to 50 50 to 70 30 to 50 
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Latest development in labor situation— 
revocation of National Labor Relations Board certification to 
Local 214, International Fur and Leather Workers Union— 
has some tanners wondering what will happen if Ben Gold 
is convicted. Trial of Gold, president of IFLWU, on charges 
of falsely signing non-Communist affidavit required by Taft- 
Hartley Law, scheduled to open Jan. 18 in Washington, D. C. 
(See L&S, Oct. 17.) 


NLRB action against IFLWU local—un- 
precedented in labor history—based on action of Bruce Tevis 
Schooler, former recording financial secretary of union, in 
making false statements to FBI agents in disclaiming Com- 
munist Party ties. Schooler had also signed non-Communist 
affidavit in 1950. Labor Board cancelled its certification 
after Schooler was found guilty of false statements, said 
union was no longer in compliance with Taft-Hartley. 


Chances slight that Labor Board will repeat 
action if Gold is found guilty of false statements. 
Best legal advice says Gold case has too many loopholes on 


technicalities. For example, Gold can claim, under present 
Taft-Hartley wording, that he was not a Communist on day 
he signed affidavir—even though he may have belonged to 
Communist Party day before and day after signing the aff- 
davit. 

e ° 


Sale of Heywood Boot & Shoe Co. of 
Worcester, Mass., reported still in negotiating stage. 
Only official word is that 89-year-old shoe firm will shut 
down after completing current orders. But reliable trade 
sources, particularly around New York, still say potential 
purchasers include Ben Stone, vice president of Stone-Tarlow 
Shoe Co., Inc., and president of Berco Shoe Co., Inc., Brock- 
ton firms. Stone reported acting on his own, although he 
has support of another buyer. 


Argentina apparently actively selling hides 
again—and not too particular about its customers. 
Last week IAPI, official Government trade organization, sold 
some 115,924 frigorifico and municipal hides. This in itself 
interesting enough. Of added interest is fact Soviet Russia 
purchased 80,000 of these hides, Japan and Europe the re- 
mainder. Soviet purchases served to firm up IAPI’s prices 
with discounts on heavy steer hides lowered this week by two 
percent. 

* & 


Latest industry report by Merrill Lynch, Pierce, 
Fenner & Beane, New York commodities broker, bears out 
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reasons for “slowdown” in shoe market. Report cites how 
uncertainty of business outlook has led retailers back to hand- 
to-mouth buying policy which prevailed for several years 
prior to 1952. 


Report points out that pattern of shoe pro- 
duction during past three years has not been “nor- 
mal.” Since outbreak of Korean War in June, 1950, there 
have been periods of scare buying, production boom, inven- 
tory excess, depletion, replenishment, and now, maintenance 
at minimum levels. Output over past three years has aver- 
aged 496.8 million pairs annually. 


Although leather production has been “gen- 
erally sagging” since 1947, this year could check or 
even reverse trend. Total cattlehide production (including 
kips) for first seven months 1953 may well reach 24,350,000 
hides or 7.3 percent above same period of last year. Since 
decline in sole leather is largely responsible for smaller pro- 
duction in recent years, upper leather now constitutes three- 
fourths rather than two-thirds of tanned leather. Last June, 
shoes with all leather soles reached historic low of 39°% of 
total, 


Summing up. a buyers’ market has returned. In- 
ventory levels are conservative, more competition arising for 
consumer's dollar. Synthetics continue to act as check on 
“high” rawstock prices. Report concludes packers will try 
to avoid sizeable hide accumulations, deliveries of leather 
should continue apace with consumption, and shoe manufac- 
turers’ orders will remain geared to retail sales or expecta- 
tions. 


Few can dispute the above. Yet report fails 
to consider one important factor. More than ever before 
in U. S. economic history, Mr. and Mrs. average consumer 
controls state of economy. Look around. Despite dire pre- 
dictions of months past, business and production continue on 
high levels. Consumer still has plenty of money in his pocket. 
If he decides to buy (or can be “persuaded”), business will 
remain good. 


This is big reason many of nation’s larger 
manufacturers are stressing salesmanship again, 
putting on new salesmen. Rather than retiring into 
their shell to weather “harder times” ahead, alert companies 
are putting everything into selling their product, going after 
the business they know is there. 
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SHOE INDUSTRY 
COLLECTIVISTS SCORED 


Wimmer Urges Smaller Firms 


Fight Trend 


Independent shoe retailers must 
unite with others seeking to stop the 
present trend to acquisition within 
industry at large and “unwind the 
giants already put together” or they 
will lose their last chance to help 
save freedom and their economic in- 
dependence in this country. 

This is the opinion of Edward 
Wimmer, prominent publisher and 
businessman, who was featured 
speaker Oct. 24 at the National Con- 
ference of Independent Shoe Retailers 
in Chicago. 

Wimmer told a large number of 
retailers assembled at the Sheraton 
Hotel that the independent retail store 
is the hub of our entire free enter- 
prise sysem. In killing off half the 
independent retailers of the U. S. and 
replacing them with absentee-owned 
chains, “we have this far liquidated 
at least half of the free enterprise 
structure, and are now well on our 
way toward finishing the job com- 
pletely.” 

He scored the current trend of the 
“giants” within the shoe industry to 
acquire new outlets and sinalj to 
medium sized firms. “With four big 
companies now manufacturing about 
40 percent of the shoes sold on the 
American market, I think you can 
see what the future may hold. 


Alarming 

“It is an alarming thing to hear 
that between 40 percent and 60 per- 
cent of all small shoe manufacturers 
are losing money, and I want to say 
right here, that I do not think it is 
due to lack of efficiency, ability or 
effort put forth.” 

Wimmer ridiculed the conception 
that bigness today is essential to 
profits. He said the larger firms, 
merely because they are large, cannot 
always show a lower cost of produc- 
tion and distribution or increased 
efficiency. 

“I call upon you retailers to defy 
any manufacturer who is selling the 
big chains, to prove to you that if 
all of his business was on the same 
basis as he sells the chains, that he 
would make a profit. I would bet my 
life that every national manufacturer 
in this nation would go broke on sell- 
ing policies now existent if they had 
no independent-customer volume.” 

He said the average shoe store is 
very weak on promotion and _ that 
50-60 percent need a face lifting 
inside and out. 
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Sam Sullivan, Laredo, Tex., shoe 
retailer and a guiding force behind 
the conference, termed the meeting 
“the first industry-wide get-together 
in the American shoe business.” 

He pointed out that representatives 
of the tanning industry, public rela- 
tions, suppliers of synthetic materials, 
advertising executives, manufac- 
turers, publishers and shoe retailers 
were among panel members and 
speakers at the conference. 

He expressed the hope that lead- 
ing industry trade associations would 
recognize benefits of the meeting and 
form “a real all-out, hell-for-leather 
National Shoe Conference to deal 
with problems as they arise . . . not 
after they have engulfed us.” 


CORRECTION 


The item of Sept. 26 describing the 
new line of vinyl finishes for top 
grain, corrected grain and_ split 
leathers, as developed by R. & A. 
Leather Finish Co., Inc. of Brook- 
lyn, N. Y., was in error in stating 
the finishes can be applied with ad- 
ditional equipment or changes in pro- 
duction lines. 

Actually, Ravinoflex S (for split 
leathers) and Ravinoflex G (for top 
corrected grains) and _ Ravinolac 
(both grains and splits) can be ap- 
plied without additional equipment 
or production line changes. Both 
are ideally suited for use on _per- 
sonal leather items, including hand- 
bags, luggage, wallets and brief cases. 

The new vinyl finishes are said to 
give leathers a new toughness and 
flexibility along with waterproofing 
qualities. In addition, all the natural 
beauty of the leathers is heightened. 

Abraham Turow, chief chemist of 
R. & A. Leather Finish, reports the 
company is already producing the 
new line. Further details may be 
had upon request. 


New Stitching Method For 
Ankle Straps 


Union Special Machine Company, 
Chicago, has found an economical 
method for making decorative ankle 
straps for women’s shoes. 

With its special machine, pre-cut 
strips of leather are automatically 
folded to correct width and stitched 
together. A single locking thread on 
the underside is then purled back 
and forth to form an attractive cov- 
ering finish. 

This stitching method is faster 
than the conventional gluing of pieces 
of leather to form straps. 
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POPULAR SHOW STYLE 
COMMITTEES CONFER 


Pederama Will Feature 250 
Color Photos 


Style committees of the Popular 
Price Shoe Show of America will 
meet in Chicago during the National 
Shoe Fair to select styles to be fea- 
tured at the PPSSA “Pederama” on 
Nov. 29-30. 

Maxwell Field and Edward At- 
kins, co-managers of PPSSA, report 
that shoes chosen will be rushed back 
to New York where they will be 
photographed in full color. 

Two hundred and fifty full-color 
photographs will be made for the 
style presentation which will use the 
5-screen panoramic technique hailed 
last May as the most effective means 
of showing shoe fashions to a large 
audience. 

Members of the Women’s dress, 
casual, and sports style committees, 
as well as Children’s and Men’s 
groups, will confer with Ruth Ham- 
mer, PPSSA fashion director and 
her staff, in Chicago after viewing 
spring and summer lines of popular 
price manufacturers. 

It is expected some lines will con- 
tain samples and adaptations derived 
from about 75 design ideas which 
have been submitted in the form of 
sketches to Women’s style committee 
members by PPSSA. Designs were 
created by Ruth Katz as a special 
inspirational group for the popular 
price market. 

For the first time, Pederama will 
be presented Sunday as well as Mon- 
day during PPSSA week, with per- 
formances at 4 p.m. on November 
29th and 30th, in the Grand Ball- 
room of the Hotel New Yorker. 
Tickets will be available to retailers 
at official PPSSA registration desks. 


SHOE RETAILER HEADS 
MERCHANTS' GROUP 


Herbert J. Rich, president and 
treasurer of B. Rich’s Sons, shoe re- 
tailer, has been named head of the 
Merchants and Manufacturers Asso- 
ciation of Washington, D. C., it is 
announced. 

The Rich firm has been in the shoe 
business in the District of Columbia 
since 1904. 

Rich has been treasurer and vice 
president of the National Shoe Re- 
tailers Association. 

He also is treasurer of the Better 
Business Bureau, and is a member 
of the board and past president of 
the Credit Bureau of Washington. 
He succeeds Dewey Zirkin of H. Zir- 
kin & Sons, Inc., Washington furrier. 
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CANADIAN SHOE FAIR 
(Concluded from Page 17) 


able for leather sales to drop off to 
any extent. 

There was considerable grumbling 
in tanning circles over the failure of 
the profit picture to improve with the 
improved volume, but most felt that 
this would develop more favorably 
in the coming year. 

Robert Scroggins, retiring presi- 
dent of the Shoe Manufacturers As- 
sociation of Canada, reported at the 
group’s 35th annual meeting that the 
past year has been an extremely busy 
one for the shoe industry. Spring 
1953 orders have been active in most 
branches, he added. Although Fall 
business was not heavy, it was still 
increased over a year ago. 

Scroggins cited increases in ma- 
terials costs. “Shoe prices have al- 
tered slightly but I doubt if they have 
kept pace with increased costs. Some 
improvements, along with increased 
production, have perhaps slightly 
offset these increases, but I doubt if 
the net results will be quite as high 
as a year ago. 


Retail End Healthy 


“The retail end of shoe business 
seems quite healthy. Increased vol- 
ume has been reported, although not 
quite as large an increase as that re- 
ported from manufacturing level, but 
it looks as though it can be main- 
tained and perhaps further added to.” 

Scroggins mentioned that the asso- 
ciation’s Credit and Trust Depart- 
ments are becoming larger, with more 
call on each, and stressed also the 
work of the industry’s Public Rela- 
tions organization, and the Footwear 
Institute’s Training Course in Shoe 
Salesmanship which has been one of 
the main functions. 

At the Fair, it was reported that 
members of the allied trades have 
formed their own separate associa- 
tion to be known as the Shoe Indus- 
try Suppliers’ Association of Canada. 

Charles Faure, executive vice presi- 
dent of the Shoe Manufacturers’ As- 
sociation, said that the shoe sales dol- 
lar and an analysis of methods of 
costing were now of prime impor- 
tance to the industry. “The question 
of controlling costs has always re- 
ceived the careful attention of manu- 
facturers,’ he pointed out. “How- 
ever, this cannot be stressed too 
strongly. It is the prime concern of 
all manufacturers today to cut costs 
and increase efficiency, since the 
struggle for the consumer dollar will 
probably become even greater and 
the market even more competitive. 
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PFISTER & VOGEL 
SEEKS TAX ABATEMENT 


Pfister & Vogel Tanning Co. of 
Milwaukee, in a petition to the tax 
court, has asked that the court re- 
verse an assessment ruling of $685,- 
262 for extra income received during 


1946-1948. 


The assessment was made by T. 
Coleman Andrews, commissioner of 
internal revenue, who listed defici- 
encies of $45,897 for 1946, $304,103 
for 1947 and $335,262 for 1948. An- 
drews said that earnings of the com- 
pany during those years were per- 
mitted to accumulate beyond reason- 
able needs in order to prevent impo- 
sition of the surtax upon company 
share holders. 

The company petition, signed by 
President Erhard H. Buettner, said 
the present concern was formed in 
1930 after its predecessors, Pfister & 
Vogel Leather Co., had been forced 
to liquidate after heavy market 
losses. 

Referring to the tanning industry 
as “a precarious and hazardous” 


business, the company said it re- 
tained a “reasonable” amount of its 
earnings to maintain a working bank 
balance for the operation of its busi- 
ness. 

It said the money was needed to 
build its working capital to a safe 
level and to protect the company 
against the extreme hazards of the 
tanning business, including sharp in- 
creases in hide prices and such sud- 
den and disastrous losses as were ex- 
perienced by its predecessor com- 
pany. 

In an answer to the petition, An- 
drews denied the company’s conten- 
tions and asked the court to find in 
favor of the government for the full 
amount assessed. 


Combat Boots 


November 13, 1953 — Marine 
Corps Invitation 915-C for bids on 
189,556 pairs Marine Corps combat 
boots. Specification MIL-B-15993B 
amended Jan. 2, 1953. Deliveries by 
April 1, 1954, to San Francisco and 
Philadelphia. Opening at Marine 
Corps Depot of Supply, 1100 South 
Broad St., Philadelphia. 














Leather Finishes 


Quality leather finish is one of the prime ingredients that 
contributes to the art of making fine leather. 


Many years of experience together with See, high 


standards of production have helped to give HYDRO 


E its 


respected position in the leather industry. 


The producers of HYDRODITE invite you to make use of 
their research laboratory and technical staff. 


BRANCHES: Drexel Bidg., Philadelphia; 
Union, N. J.; Salem, Mass. 


A. J. & J.0. PILAR 
Leather Finish Specialists 


CHAPEL ST. 


& LISTER AVE., 


NEWARK, 
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MOCCASIN 
COWHIDE 


at its colorful best 


Fashionably Soft for comfort. Most 
Adaptable to laced moccasins 
and casuals . . . finest full grain 
you've ever seen! 

SHOE SPLITS: Grain finished for 
mellow chrome uppers . . . Reftan 
for soles... 


GLOVE SPLITS: Complete price 
range .. .Quality always uni- 
formly high. 


Write for swatches today! 


LOS ANGELES 
TANNING CO. 


4101 Whiteside Street 
Los Angeles 63, California 














WINDRAM 


Lt 
pee 
COMBINING — ELASTICIZING 


PLASTICS 
BACKING CLOTH 


WINDRAM 
MANUFACTURING COMPANY 


Established 1867 
3 Dorchester St., So. Boston, Mass. 


LEATHER MARKET FIRMS 
AS TANNERS’ INVENTORIES SHRINK 


Shoe Manufacturers Fairly W 


ell Stocked With Standard 


Leathers At Bargain Prices 


Sole Stronger 

Better interest, better sales, firmer 
prices, report leading sole leather 
tanners. No wild rush but invento- 
ries stop mounting, often sharply re- 
duced. Tanners feel better but look 
apprehensively at strengthening hide 
prices. Asking price for leather now 
the selling price. 

Heavy bends bring 50c and down 
according to general worth. Quota- 
tions of 53c and down obtained for 
9-10 irons, 60e and down for 8-9 
irons. Lights bring wide variety of 
prices. Best selected bring up to 69c. 
Good tannery run lights bring about 
66c and down. 


Offal More Active 

Steady selling noted in offal mar- 
ket and asking prices usually held to 
firmly. Bellies much firmer with 
26-29¢ asked for good leather. Shoe 
manufacturers who bought some lots 
last week at 25-26c now rejoice at 
having obtained a bargain. Up to 
50c paid for best light tannery run 
double rough shoulders. Heavier 
leather all the way down to 44c. On 
ihe up side, carefully selected lights 
for waist best and other specialty 
uses bring 53-54c. Single shoulders 
with heads on quoted at 38-40c. 


Heads bring 16-18 and keep moving. 
Good fore shanks bring up to 20c, 
hind shanks up to 23c. 


Calf Firmer 

Men’s weight regular finish leather 
quoted at $1.06 and down to 80c for 
best tannages. Other so-called popu- 
lar priced tannages bring lower 
prices according to general worth. 
Aniline finished men’s leather brings 
premium of about 5c. 

Women’s regular finish brings 95- 
68-81-7lce for best tannage leather. 
Small skins in aniline finish bring 
$1.01 and down. 

Suede very slow in women’s 
weights. Men’s weight and Bucko 
type leather finds steady market. 


Sheep Holds 


Moderate demand barely holds 
sheep prices at steady level. Raw ma- 
terial considered out of line with 
other types. Fair demand for gar- 
ment leather regarded as market 
bolstering factor. 

Russet linings bring 17-28¢ for 
regular selections with most popular 
grade in vicinity of 20c. Specialty 
russets bring wide variety of prices 
up to 35c. Colored vegetable linings 














AN X-RAY OF 
THE INDUSTRY 


THE BLUE BOOK 





Prices and Trends of Leather 


KIND OF LEATHER THIS 
rake WEEK 





CALF (Men’s HM) 
CALF (Women’s) 60-1.0 
CALF SUEDE 75-1.1 
KID (Black Glazed) 55-90 
KID SUEDE 48-91 
PATENT (Extreme) 55-60 
SHEEP (Russet Linings) 17-28 
KIPS (Combination) 52-56 
EXTREMES (Combination) 48-52 
WORK ELK (Corrected) 37-41 
SOLE (Light Bends) 65-67 
BELLIES 26-28 
SHOULDERS (Dble. Rgh.) 50-53 
SPLITS (Lt. Suede) 33-37 
SPLITS (Finished Linings) 18-23 
SPLITS (Gussets) 15-17 
WELTING ('% x '%) 7 
LIGHT NATIVE COWS 17 


MONTH YEAR 1952 
AGO AGO HIGH 


73-1.06 77-1.10 85-1.05 85-1.10 


0 67-1.00 80-95 80-1.03 
5 75-1.15 85-1.05 85-1.10 

55-90 75-90 75-90 

48-91 80-92 80-96 

55-60 54-58 56-60 

20-32 17-28 18-32 

54-59 50-55 56-60 

50-55 47-50 54-56 

38-42 36-44 38-46 

66-69 68-70 65-70 

27-29 23-25 26-27 

51-53 50-52 50-55 

33-37 34-37 35-39 

18-23 21-23 24-26 

15-17 16-18 18-20 

VY, 7YA- 7% 7 8 

18 1714-18 1714-18 


All prices quoted are the range on best selection of standard tannages using quality 


rawstock. 
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fair at 29-26-24c. Chrome linings get 
fair to good call at 30-34c. Hat 
sweats plod along at 29-3lc for most 
wanted leather. 


Sides Stronger 

Shoe manufacturers, not often 
blind to genuine bargains, quietly 
and with seeming reluctance, “took 
considerable leather off the tanners’ 
hands.” Today tanners’ inventories 
quite low and their replacement 
activities in hides have given new life 
to the sagging raw material market. 

Aniline type combination tanned 
leather well received. Best kips 
priced at 56c and down, extremes 
50-52¢ and down. Straight pigment 
finishes bring about 2c less. Full 
grain straight aniline kips quoted at 
65c¢ and down, 

Chrome leather has found more 
sales and today brings about 52¢ and 
down for kips, 48c and down for ex- 
tremes, and 44c and down for large 
leather. Leather in the 30s not so 
plentiful as last week and the weeks 
before. 

Splits So-So 

Though split tanners enjoyed a 
slight increase in demand during the 
past week, total volume was not satis- 
factory. A few large buyers might 
help bolster the market but general 
buying badly needed. Light suedes 
very slow. Heavy suedes continue 
active with 45¢ and down obtained 
for colors, a cent less for blacks. Bet- 
ter interest in lining splits at 22c¢ and 
down. Suede linings fair at 26¢ and 
down for the best. Non-slips bring 
160-21c. 


Kid Improves 

Kid leather tanners of Philadel- 
phia report business appears to be 
more active than it has been for past 
few weeks. While most tanners re- 
port very little business in glazed 
aside from black and some white. 
there are a few who report a big 
demand in red and blue. 

By now, most tanners feel that 
other colors simply will not develop 
into much. Tanners had been send- 
ing out samplings but received very 
few orders and since colors were such 
a flop last vear, it appears that buy- 


, = RARTED, Ets ER fos 4, 


ers are not too interested in colors 
as far as kid leathers are concerned. 

Nothing new reported about slip- 
per leathers. No new business has 
developed around linings, which con- 
tinue to move fairly well. Still some 
business in crushed, although this is 
in the hands of a few tanners. Very 
little out on satin mats—small sales 
reported by an occasional tanner. 

All kid leather prices holding firm. 
Rawskins also firm with little indica- 
tion of weakening. 


Average Kid Leather Prices 
Suede 32c-96c¢ 

Glazed 25c-$1.00 

Crushed 45c-75c 

Linings 25¢-55e 

Slipper 25c-60¢ 

Satin Mats 69¢-98c 


Sole Leather 

Sole leather tanners of Philadel- 
phia feel sales will make real advances 
if present trends continue. This pas! 
week has seen a pickup in activity 
and tanners say shoe manufacturers 
are getting into stride with Spring 
cuttings so that they should be in the 
market for an increased number of 
factory bends. 

Heads and bellies have improved 
slightly. Findings remain dull al- 
though this is the time of the year 
when they generally are at their high- 
est level. 


Belting Better 

Belting leather tanners of Philadel- 
phia say business has shown some 
signs of improvement. This may be 
because hide markets have picked up 
and customers have decided to buy 
before prices go higher. Or it may 
be because activity has hit the level 
generally reached in the Fall. 

Rough leather tanners say curriers. 
are not buying evenly—which reflects 
reports by curriers. Some are doing 
quite active business and buying in 
good quantity. Other curriers find 
their business has not reached the 
expected level. 

Shoulders currently selling well to 
welting men. Specialties men and 
manufacturers of waist belting who 
had recently shown interest in should- 


ers, are not buying. This should be 
the time of greatest activity among 
these manufacturers because of their 
preparation for the Christmas sea- 
son, but so far they just haven't 
bought. No change in prices. 
AVERAGE CURRIED LEATHER PRICES 
Curried Belting No. 2 No.é 
Butt Bends 2: 
Centers 12” 
Centers 24”-28” 
Centers 30” 
Wide Sides 
Narrow Sides 
Premiums to be added: Ex Light, plus 5c- 
10c; Light, plus 7c; Heavy, minus 5c-10c; 
Ex Heavy, minus 5c 


Glove Leathers Soft 


Business very quiet. Glove busi- 
ness has collapsed entirely and other 


lines are suffering from a seasonal 
slump. The continued warm weather 
has a great deal to do with the poor 
demand. 

Manufacturers buying from hand 
to mouth, Fortunately stocks of 
leather in the hands of tanners and 
dealers are low and clean. There has 
been some sampling of spring lines 
on the part of garment manufac- 
turers. 

Glove leather prices a little soft. 
Top grades subject to barter. Lower 
grades holding up better. Number 
one deerskin offered at 50c and a 
good table run at about 43c. Pig- 
skins offered at about 60c for a good 
cuttable grade. 

Iranians fairly strong at 26, 22 
and 18c but one dealer will shave 
the price of the top grade. High 
color garment grains quoted from 
12c down. Domestic type bring 38c 
down. No demand for suedes. 


Work Glove Stable 

The market shows signs of stabil- 
izing this week, influenced to a con- 
siderable extent by firming in the 
rawstock situation. Certain tanners 
who had been willing to make con- 
cessions from lists last week were 
now inclined to stiffen in their atti- 
tude on prices. 

While there were reports that some 
work glove splits were bought for less 
in recently booked business, LM 
weight seemed to be more firmly held 
at l6c for No. 1 grade, 15c for No. 
2 grade and l4c for No. 3 grade. M 
weight quoted unchanged, No. 1 
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grade at 17c, No. 2 grade at 16c and 
No. 3 grade at 15c. 


Garment Better Again 


A little more interest in horsehide 
garment leather and more business 
done at 40c and down for good tan- 
nage. Some lists still read higher but 
bulk of sales made at the above price. 
Buyer resistance previously reported 
seems to have lessened and evidently 
the need for leather brought orders 
into the market for additional sup- 
plies. 

Sheepskin garment leather held 
about steady at 38c for some ordin- 
ary tannages of suede and at 40c for 
good tannages. Up to 38c paid for 
grain finish of good quality while low 
grade recently sold as low as 32c. 

Cowhide garment leather - still 
quoted at 34-36c, most recent busi- 
ness at the inside price but some pro- 
ducers claim that in view of the up- 
turn in the light cow market, they 
must get 36c. 


Bag, Case & Strap Fair 

Demand has shown some seasonal 
improvement and more_ inquiries 
again this week for bag, case and 
strap leathers. Activity in a number 
of quarters and additional business 
booked at the going prices. Some of 
the buying has been induced by the 
reversal of the recent dowr.ward trend 
in the hide markets. 

Case leather considered steady, 2- 
21% ounce at 40-41c, and 3-314 ounce 
at 42-43c. Russet strap leather re- 


mains about the same, Grade A 4/5 
ounce quoted at 5lc, 5/6 ounce at 
53c, 6/7 ounce at 55c, 7/8 ounce at 
57c, 8/9 ounce at 59c, 9/10 ounce at 
62c and 10/11 ounce at 65c. Prices 
2c less than the above obtained for 
Grade B and 4c less for Grade C. 
Premiums of 2c for glazed and 3c 
for colors charged over russet prices. 


Tanning Materials Same 


Raw Tanning Materials 
Divi Divi, Dom., 48% basis shp’t, bag.. .$72.00 
Wattle bark, ton ..‘'Fair Average’’ $100.00 
os ‘*Merchantable’’ $ 96.50 
Sumac, 28% ‘oe. 
BOOMS ccccscccs ‘ 
Myrobalans, J. 1's Bombay . 
Sorted .... . 
Genuines 
Crushed 42-44% 


. -$110.00 
4 00-45.00 


Valonia Cups, 30-32% guaranteed . $58.00 


Valonia Beards, 40- «2% guaran- 

rae = . .$75.00-76.00 
Mangrove Bark, "30% a Am. ..$57.00-58.00 
Mangrove Bark, 38% E. African ......$73.00 


Tanning Extracts* 


Chestnut Extract, Liquid (basis 
25% tannin), f.o.b. plant 
i PAP ererrrerrra cere Trier 
MN. ia pin 0d oie Soda aw ose 0 cee a8 
Barrels, l.c.1. aca RCW A id wih waten 
Chestnut Extract, Powdered (basis 
60% tannin), f.o.b. plant 
Ee eer rT erro ee rer 
ke eer cee eevee Se 
Cutch, solid Borneo, 55% tannin ...... .08% 


Hemlock Extract, 25% tannin, tk. cars 

BO SURED AN bee 'dviecepaedcowxeuss eee 

ee 8 are rer rrr, || 
Oak bark extract. 25% tannin, Ib. 

bbls. 644-6%, tks. ..... esoceces SOG 
Quebracho Extract: 

Solid, ord., basis 63% tannin, c.l. .11 31/64 

Solid clar., basis 64% tannin, c.l. .12 3/16 
Wattle extract, solid, c.]., East African 

CP Fe MARR 6 kc cc ise suseccecsescces| 0kO 


Wattle extract, solid, c.1., South African 
60% tannin -10 
Powdered super spruce, bags, c.1. 
05%; l.e.l. 05% 
Sprece extract, tks., f.0.b. wks. .... .01% 
Myrobalan extract, solid, 55% tannin.. .07% 


Myrobalan extract, powdered, 60% tan- 
-10 


Valonia extract, powdered, 63% tannin .09% 
Quebracho Extract, Powdered, Swedish 

spray dried, 76-78% tannin . 16% 
Wattle Extract, Powdered, Swedish, 

73% tannin 15% 
Powdered Spruce, spray dried, Swedish .04 
Myrobalan, Swedish, Powdered 68-70% .11% 
Oakwood, Swedish, solid, 60-62% .... .11% 
Oakwood, Swedish, powdered, 64-66% .12 
Larchbark, Swedish, solid, 54-56% 
Larchbark, powdered, Swedish Denpedi 

dried, 58-60% ...... oe 


Tanners’ Oils 


Cod Oil, Nfid., loose basis, gal. 
Cod, sulphonated, pure 25% moisture .. .13 
Cod, sulphonated, 25% added mineral 
-11%-.12 
Cod, eeecepeese 50% added a 
0%-.11 
Caster a. No. ‘1 ra Pp. a. Pre Soecee” cae 
Sulphonated castor oil, 75% .......... .22 
Linseed oll, tks., f.o.b. Minn. 
PE 6 ib. 6oe Neko den ce en ee ne eh ahaa s 
Neatsfoot, 
Neatsfoot, 
Neatsfoot, prime drums, cl. 
Gh. 6:6 
Neatsfoot, ‘ sulphonated, 15% 
Olive, denatured, drs. gal. 
Waterless Moellon 
Artificial Moellon, 25% moisture 
Chamois Moellon, 25% moisture .. 
Common degras 
Neutral degras ... 
Sulphonated Tallow, “15%. 
Sulphonated Tallow, 50% 
Sponging compound 
Split Oil 
Sulphonated sperm, 25% moisture .. 14- 15 
Petroleum Oils, 200 seconds visc., tks., 


er ery rere erie rere 

= Oils, 150 seconds visc., tks., 
o.b. 

Penieee Oils, 100 seconds Visc., tks., 


*Imported Extracts are plus duty. 
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PACKER HIDES ABOUT FACE, 
PRICES ON UPGRADE AGAIN 


Improved Leather Activity Spurs New Interest 
From Tanners 


Big Packers Move 


Reversal of the recent downward 
trend became decidedly evident in 
the big packer hide market this week. 
More interest shown by tanners in 
the preceding week, attributed to an 
improvement in leather sales, gave 
the market a firmer undertone. 

Hide exchange traders and dealers 
quick to sense the change in senti- 
ment. Hide futures advanced sharply 
and afford hedging opportunities for 
spot hides on the option market. As 
a result, speculative interests started 
bidding higher prices for various 
big packer selections. 

Following a sale of about 2,200 
butt branded steers at 12'c late in 
the preceding week, traders bid up to 
13c for this selection early this week 
and also bid 12c for Colorado steers. 

Initial trading this week took place 
in light native cows and branded 
cows at prices a full cent above those 
realized a week earlier. The 17c 
basis on light cows actually was 
established by a large outside packer 
who also sold ex. light native steers 
at 1914c. Being well sold up on ex. 
light native steers, big packers found 
it difficult to offer out any quantity 
of this selection although they re- 
ported 1914c was bid for more. 

Heavy native steers sold higher in 
later trading, moving up from last 
week’s low of 14%5c to 15'4c this 
week. One big packer sold 2,000 
Chicago-Omaha and another big 
packer 2.900 River heavy native 
steers at 15!oc in trading effected 
late Tuesday. 


Independents Up 

Early this week, an independent 
Wisconsin packer accepted a_ half 
cent higher bid of 161c for 1,000 
light native cows. However, the mar- 
ket strengthened again and a large 
lowa packer later sold 2,000 light 
native cows at 17c as well as 1,000 
ex. light native steers at 1914c. This 
trading preceded activity in the big 
four packer market and seemed to 
establish prices at least a full cent 
higher than a week earlier. 

Most independent packers are in 
a well sold-up position and even 
ahead into kill. As a result. while 
production of hides is still large due 
to continued heavy — slaughtering. 
these sellers feel they could afford to 
await better prices on practically all 
selections. 
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Small Packers Strengthen 

The reaction which developed in 
the big packer market served to pro- 
mote a stronger undertone in the 
small packer hide situation. Sellers 
stiffened in their ideas of value, tried 
for advances, and many were success- 
ful in booking new business at higher 
prices. 

Early business this week con- 
firmed in midwestern light hides. At 
least one car of 40-42 lb. avg. hides 
sold at 131%c followed by business 
involving 43-44 lb. avg. hides at 14c 
flat trimmed fob, shipping points. 
Higher prices subsequently asked for 
similar weights because of the ad- 
vance paid for big packer light cows. 

Also, tanners paid up for medium 
average weight small packers. Fol- 
lowing purchases at 131c selected 
fob. for 50-52 lb. avg. midwesterns. 
tanners reached to 14c selected for 
natives and 1214c for brands fob. 
midwestern shipping points. Some 
paid 14\4¢ and even 1414c for better 
quality productions from lower 
freight points. 

A number of cars changed hands 
in the 14-1414c range. selected fob. 


shipping points for 50-52 lb. avg. 
while slightly heavier stock averag- 
ing 53-54 lbs. bought at 1314c. Small 
packer bulls nominal around 914-10 


fob. 


Country Hides Also 


Some strength to the country hide 
market developed this week. Sales at 
higher prices recorded, advances 
paid amounting to 1-l'%c over the 
lows of a week ago. Good mixed 
lots of country allweights averaging 
50-52 Ibs. sold up to 10%%c flat tr’d. 
fob. which was later bid for more. 

Locker-butcher hides free of ren- 
derers sold up to 11'%c for 48 lb. 
avg. and later business up to 12c for 
even heavier hides averaging 52-54 
lbs. Some light renderer hides alone 
averaging 42-44 lbs. sold at 10% 4c 
flat trimmed fob. shipping point. 

Glue hides had some call up to 
8c but sellers raised asking prices 
to 9c for carlots. Bulls nominal at 
Oboe. 


Kip A Feature 

Trading in kipskins a feature this 
week. One big packer on Monday 
sold 3,000 Ft. Worth kip at 27¢ and 
2.500 overweights at 23c; also about 
3,100 kip and overweights from 
Denver at 2714-25! and from Mil- 
waukee at 2814-261oc. 

On Tuesday, same packer sold 





HIDE FUTURES 





Close 

Oct. 22 
16.52B 
16.00B 
15.80T 
15.58B 
15.38T 
15.15N 


January 
April 
Jaly 
October 
January 
April 


Net 
Change 
+37 
+33 
+30 
+23 


+27 


High Low 
For Week For Week 
16.55 16.02 
“16.05 15.56 
15.85 15.41 
15.61 15.50 
15.45 15.33 


Close 
Oct. 15 
16.15T 
15.67B 
15.50B 
15.35B 
15.11T 
14.80B 


Total Sales: 226 lots. 








HIDE AND SKIN QUOTATIONS 


Present 


Heavy native steers 151% 
Light native steers 

Ex. light native steers 

Heavy native cows 

Light native cows 

Heavy Texas steers 

Butt branded steers 

Light Texas steers 

Ex. light Texas steers 
Colorado steers 

Branded cows 

Native Bulls 

Branded Bulls 

Packer calfskins 40 
Packer kipskins 23 


-50 
-29 


NOTE: Price ceilings have now been completely ended 
remaining goods and services have been removed from price 


Week Ago 


Month Ago Year Ago 


14, 16 
16 


1712-18 


14 


1514-16 


10 

9 
40 
27 


-1414 
1714-18 


12 13% 
12 13% 
13 15% 
15 1714-18 

11 2 12% 
13 2 15-15% 
-10'% 8',-10 

~ 9% 16%, =34 714-9 

-50 45 -55 4214-50 
-28'; 27 =—-33 2642-324 
by the government. All 
controls. All regulations 


winding up controls require that applicable records be held until April 30, 1955. 
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5,000 more Ft. Worth and Dallas 
productions at 27c for kip and 23c 
for overweights; also 2,000 San An- 
tonio kip at 27c and overweights at 
23¢ and 2,000 Des Moines produc- 
tion at 28Yc and 261oc. Earlier sale 
of 3,000 Nashville (premium point) 
kip at 33c was reported this week. 

Calfskins have shown a firming 
tendency. Sale of 6.000 St. Louis 
calf reported at 40c for heavy and 
4244c for light, considered un- 
changed. No change in the market 
for slunks reported since the volume 
business at $1.75 for regulars and 
85c for large hairless recently re- 
ported. 

Small packer calf quotable around 
34-35¢ for regular quality allweights 
and up to 40c for choice light avg. 
skins. Based on last sales, small 
packer kip quoted at 17-18e fob. 
Country skins are ranged 21-23c for 
carlots and 17-18c for kip in carload 
lots. 


Horsehides Hold 


This market has shown a firmer 
undertone. Following previously re- 
ported sales in the range of $9.50- 
10.00, some business done in un- 
trimmed northern slaughterer horse 
hides this week up to $10.25 fob. 
shipping point. Based on this latest 
trading, trimmed lots are nominally 
quotable up to $9.25 fob. 

Fairly steady interest in fronts, 
buyers paying $6.00-6.25 for good 
northerns. Butts, 22” and up, com- 
paratively quiet and nominal around 
$3.00-3.50. 


Sheep Pelts Same 


Buyers not aggressive while pro- 
ducers not pressing for new business. 
Big packer fall clips nominally held 
around $3.00, No. 1 shearlings at 
$2.25, No. 2 shearlings at $1.60 and 
No. 3s at $1.00. October lamb pelts 
ranged $3.00-3.25 per ewt. liveweight 
basis for packer productions of west- 
erns including some natives. Most 
buyers have named ideas around the 
inside price in latest negotiations. 

Full wool dry pelts quotable from 
27c fob. western points for average 
quality to 30c delivered Chicago for 
choice quality. Pickled skins slow 
moving at $16.00-16.50 per dozen 
due to limited interest from tanners. 


Goatskins May Move 

Despite lack of noticeable sales 
volume, more interest from tanners 
reported this week. Sellers much 
encouraged, expect buying drought 
to end shortly as leather sales im- 
prove. 

Group 4 Amritsars (Delhi) last 
sold at $8.50 per dozen c&f for spot 


30 


but shipment sales ranged from 
$8.15 up to $9.00. Situation gen- 
erally mixed. Southern Indias quiet. 
Latest quotes on 1.70/1.80 lb. Coco- 
nadas and Deceans at $9.25 but no 
takers. 

In mochas, genuine Batis brought 
$10.50-$11.00 for 115 Ibs. Batti 
types at $8.75-$9.25. Little interest 
reported here. 

In Javas, Semerangs steady. mov- 
ing at $11.50 basis primes for 37 
kilo skins. 

Standard shade drie¢ mombasas 
brought $9.00 for 105/110  Ibs.: 
$9.25 for 110/115 lbs... 40/40/20. 
Later trading of better grades at 
$9.85. Red Kanos primes hold at 
$1.00-$1.04 per Ib., c&f. 

In Latin America, Cearas brought 
73c per lb. for 54/55 |b. skins. Ven- 
ezuelan Coros sold last at 40c for 


92 kilo skins. 


Dry Sheepskins Advance 


Advances still being registered at 
the Australian wool sheepskin auc- 
tions with latest reports that at Mel- 
bourne, market was one to three 
pence higher. Lambskins most af- 
fected. 

At Sydney, 47.000 skins offered. 
new season lambskins two to four 
pence, all others par to two pence 
dearer. Selling quarters state that 
offerings of pulling skins too high for 
buyers here. 

Hair sheep markets firm with only 
scattered sales passing due to price 
differences of buyers and_ sellers. 
Some Brazil “regular” cabrettas sold 
at $11.50 per dozen, fob. Although 
further offerings at this price, most 
shippers holding back on account of 
the uncertain exchange situation. 
Not much interest in “specials” with 
offerings at $15.50 fob. not taken. 

Selling quarters report Nigerians 
selling to Germany at equivalent 
price of 72c for Sokotas and 6le for 
Kanos, basis primes. Local buyers 
ideas are 66c for Sokotas, basis 
primes. 

Little change in the shearling situa- 
tion. Buyers still taking domestics 
as they claim asking prices for for- 
eign skins too high for this market. 


Pickled Skins Same 


Still some interest in skins suitable 
for the garment trade but due to 
price differences relatively few sales 
confirmed. Some negotiations going 
on in Iranian pickled sheepskins 
while Turkish could be sold at a 
price. 

Domestic market slow and nomi- 
nal as here too, buyers and sellers 
are apart in their ideas of value. 
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Reptiles Limited 


Interest mainly centered on whip 
snakes and back cut Agra lizards. 
However, trading restricted due to 
price differences of buyers and sell- 
ers. Shippers in India continue to 
have very high ideas and are un- 
willing to accept counter bids, claim- 
ing that not too many skins coming 
in. 

A little trading in Madras bark 
tanned whips, 4 inches up, averag- 
ing 4! inches, 70/30 selection, at 
15-46c¢ with the outside since refused 
and 48c asked. For combined lots. 
including skins averaging 4° inches. 
some sales at 48c and up to 50c¢ now 
asked. 

U. P. whips, 4 inches up, averag- 
ing 41, inches, 60/40 selection. 
firmly held at 45c. Bids of 27c re- 
fused for back cut Agra lizards, 9 
inches up, averaging 10 inches and 
up to 29c asked although some quar- 
ters believe that business possible at 
28c. Various offerings of back cut 
Bengals but practically no interest 
even at the low levels. 

Alum tanned ramgodies available 
at 12¢ and not taken. Very little call 
for ring lizards. Brazil market quiet 
as practically no offerings of new 
season back cut tejus. However. there 
is a spot lot available at 68c¢ but not 
taken. Giboias. chameleons and 


iguanas slow and nominal. 


Deerskins Firmer 


Firmer tone to Brazil “jacks” and 
sales of Paras reported for shipment 
at around 60c basis manufacturers. 
Maranhao “jacks” sold at 55c. basis 
importers, fob. Although some buy- 
ers still unwilling to better 52c fob.. 
basis importers for Paras and Ma- 
naos, shippers’ ideas are from 54c 
fob. up. as to lots. 

No change in the New Zealand 
situation. Buyers and sellers too far 
apart. 


Pigskins Draggy 


Buyers in Fulton County still out 
of the market for raw stock. only 
picking up leather and skins in the 
pickle to finish out orders. However. 
some dealers have stepped into the 
market and bought fair-sized quan- 
tities at prices under recent asking 
levels. Some Ceara-Forteleza (Ma- 
ranhao) grey peccaries including 
10‘ blacks sold at $1.25 fob. 

Buyers ideas for Para grey pec- 
caries around $1.40 fob. and blacks 
at $1.05-1.10 fob. Manaos grey pec- 
caries $1.70-1.75 fob. and blacks at 
$1.15-1.20 fob. Very little interest 
in Chaco carpinchos. 
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® Horace F. Cunningham has been 
named assistant vice president in 
charge of sales by Yankee Shoemakers 
of Newmarket, N. H. 

® George A. Morency has been ap- 
pointed comptroller of the Hartnett 
Tanning Division of Colonial Tan- 
ning Co., according to Kivie Kaplan, 
president and general manager of the 
Ayer firm. Formerly with the A. C. 
Lawrence Leather Co. in Peabody as 
manager of the calfskin division, Mor- 
ency has more recently been associated 
with Hartnett as office manager. 

® Anne V. Schieve has been named 
advertising manager of The Coward 
Shoe Co., Inc. She succeeds Aaron 
Klein. Miss Schieve will be in charge 
of all advertising campaigns and all 
copywriting including direct mail, in- 


stitutional, catalogues, newspaper ads 
and window and display material. She 
is also planning a new sales training 
program for all company sales person- 
nel. 


@ Ephraim Braude Leather Corp. of 
New York has announced the appoint- 
ment of “Jimmy” Randolph as sales 
agent for the handbag and belt trades 
in Metropolitan New York. His head- 
quarters will be at 15 Frankfort St. 
William P. Davidson will handle the 
line in California. His offices will be 
at 4227 Barryknoll Drive, Los Angeles. 


October 24, 1953 


Braude manufactures the ‘Meltan” 
and “Mellowglove” lines of side leath- 
ers and glove tannages, 

@ Henry B. Sycle has been elected 
president of Wingo, Ellett & Crump 
Shoe Co., Inc., Richmond, Va., shoe 
jobber, succeeding the late Hawes 
Coleman. Other officers include C. B. 
Atwill, general manager, and Mrs. 
Sycle, treasurer. 


Yolmlol 7/7, Axel 10) 47; 


® Lou Klinger has been appointed 
vice president in charge of sales by 
Tru-Stitch Moccasin Corp. of Malone, 
N. Y. He succeeds Jack Macht in the 
position. Klinger was assistant to 
Macht for the past eight years. 


@ John Philip Boksenbom has been 
elected president of American Dye- 
wood Co., and New York Color and 
Chemical Co., Inc., wholly-owned sub- 
sidiaries of United Dye & Chemical 
Corp., formerly United Dyewood 
Corp. Boksenbom has been associated 
with Radio Corp. of America for the 
past 12 years. 

@ J. Hardin Lindsey has retired as 
treasurer and a director of Brown Shoe 
Co., St. Louis. He has been associ- 
ated with the firm for many years. 
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News Quicks 


About people and happenings coast to coast 





Connecticut 

® Larger creditors of Cooper Hand- 
bag Co., Inc., 25 Wells St., Bridge- 
port, have rejected an offer of settle- 
ment pending an investigation. The 
company has filed a petition for ar- 
rangement under Chapter XI of the 
bankruptcy act. Schedules show lia- 
bilities of $33,841.00 and assets total- 
ing $23,409.00. 


Maine 
® Sebago-Moc Company, West- 
brook, has just brought out a new line 
of boys’ moccasins, Sebago-Moc Jun- 
iors. The line will feature two styles 


—one a hand-sewn, hand-lasted model, 
the other is machine-stitched. 


Massachusetts 
© Production began this week at 
R. H. Long Company’s Waverly 
Street plant, Framingham. The com- 
pany will manufacture men’s Goodyear 
welt shoes retailing at $6 to $7 a pair. 
An annual payroll of $1,000,000 is 
expected iby end of first year. 


® Prominent leather merchant Ever- 
ett Carlisle has liquidated his Boston 
sheepskin business. After a vacation 
in the South he will make known his 
plans for the future. 
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® Sandler of Boston has licensed 
J. Robins Sons, Pty., Ltd., Sidney, 
Australia, to manufacture the Sandler 
line in Australia, 


® Lane Fabric Corp. is now located 
at 105 Beach Street, Boston. The 
company has a complete line of quar- 
ter and sock linings, novelty fabrics 
and imitation leathers, 


@ Jo-Gal Shoe Company, Canal 
Street, Lawrence, has acquired 50 per- 
cent more factory space and plans to 
hire about one-third more employes. 
Production is expected to be increased 
50 percent. 


® Trustee has been appointed for 
Atlantic Handbags, Inc., 24 Lin- 
coln Street, Boston, under bond of 
$8,000. 


® Alfred Mc’Ilvaine has been named 
sales representative in the Delaware 
Valley area for Seaboard Chemicals, 
Inc., Beverly, manufacturer of tan- 
nery fatliquors. 


Missouri 


® Alfonse Careaga has been named 
stylist for Brown Shoe Company’s 
Westport Division. He will style 
the company’s clip-lasted and Compo 
constructed shoes. Previously, Care- 
aga had been with such companies as 
Johansen Bros. Shoe Co., Bernard Hand 
Bag Co., and Monogram Footwear, 
Inc. 


® The Proctor Counter Company, 
St. Louis, has just completed moving 
their production facilities to their 
plant at 2117 Hanley Industrial Court. 
The newly erected one-story factory 
contains 36,000 square feet of work 
space. 


New Hampshire 


@ Alberts Nashua Shoe Corp. is 
now planning to double its operations 
within the next year. With an ex- 
pected increase in number of workers 
from 90 to some 250 the average pro- 
duction will probably reach 2,400 
pairs of shoes per day. Current pro- 
duction is 1,200 pairs daily. 


®@ Although idle for several weeks due 
to lack of orders, 400 employes of 
International Shoe Co., Nashua, 
have rejected for the second time a 
company proposal which would in- 
crease plant employment, but bring 
reduced rates for piecework, 


@ There has been a 25 percent drop 
in tannery production at A. C, Law- 
rence Company’s plant in Winches- 
ter with a concurrent release of some 
50 employes. 
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New York 


® Rambler Shoes Inc., Brooklyn, 
has just been organized to manufac- 
ture women’s shoes. 


@ James McCreery & Co., Inc., 266 
Sth Ave., New York City, has been 
sold to a real estate developing com- 
pany. 


® Schedules in the assignment case of 
Melco Footwear, Inc., 417 E. 93d 
Street, New York City, show liabilities 
of $26,844 and assets of $974.00. 


© Twentieth Century Shoe Corp., 
641 Lexington Ave., Brooklyn, has 
filed petition to effect arrangement 
under Chapter XI of the bankruptcy 
act. Liabilities are scheduled at $85,- 
455 and assets at $37,986. The com- 
pany proposes to pay unsecured credi- 
tors 15% on the basis of 72% in cash 
on confirmation and 714% in six 
months thereafter. 


® Duchess Footwear Co., makers 
of women’s and children’s slippers, 
442 E. 166th Street, New York City, 
has filed petition under Chapter XI of 
the bankruptcy act. Liabilities of the 
company are listed at $39,606 and as- 
sets at $40,475. 


®@ Damage estimated at $30,000 was 
caused by a fire in a storage shed of 
Vulcan Corp., Johnson City. The 
origin of the fire is as yet undeter- 
mined. 


@ A final dividend has been distrib- 
uted to creditors of Florentine Foot- 
wear, Inc., 140 W. Broadway, New 
York City, after sale of assets, 


® Chapter XI proceedings for East- 
ern Footwear Corp., Dolgeville, 
were heard October 19. 


® Veteran workers of Endicott- 
Johnson Corp. were recently lauded 
at the annual testimonial dinner for 
their fine work in developing a multi- 
benefit program for more than 20,000 
employes. 


® Hutchins Advertising Company is 
now handling account of Carpenter 
Shoe Company, Rochester. 


@ The item in these columns on Oct. 
10 reporting the organization of 
Shilbe Footwear, Inc., to manufac- 
ture women’s casuals in New York 
City should have read Philbe Foot- 
wear, Inc. Address is at 220 East 
134th St. 
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North Carolina 


® For the past twelve years Wellco 
Shoe Corporation, Waynesville, has 
made it a policy to employ as many 
physically handicapped persons as pos- 
sible. This has often been done by 
modifying the job or the machine to 
the needs of the handicapped. 


Ohio 


@ Involuntary petition in bankruptcy 
has been filed against Peerless De- 
partment Store, 2601 Woodland 
Ave., Cleveland. A receiver has been 
appointed. 


® Receiver has been named _ for 
Joseph M. Goldwasser, Inc., 2601 
Woodland Ave., Cleveland, after an 
involuntary petition in bankruptcy 
was filed against the company. 


Pennsylvania 
© A meeting of the creditors of 


Newton Shoe Company, Inc., 697- 
99 Hazle St., Wilkes-Barre, was held 


Oct. 20 at the Hotel McAlpin, New 
York City. 


® L & M Feingold Shoe Co. has 
moved from 46 N. 4th St., Philadel- 
phia, to 135 N. 4th Street. 


® A chattel mortgage sale at public 
auction of Roy-Fisher Shoe Corp., 
170 Jones St., Lebanon, and its equip- 
ment took place on October 20. 


Vermont 


@ If the village of Lyndonville is 
willing to industrialize the Music Hall, 
Littleton Shoe Company will estab- 
lish a factory there. Between 40 to 
150 persons would be employed. The 
decision will be made at a special vil- 
lage meeting. 


Virginia 
© Tip-Toz Shoe Company, Inc., 
South Norfolk, has been organized to 
manufacture and sell shoes. Martin 


Friedman, Jr., is the new company’s 
president. 
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FOSTORIA INFRA-RED OVENS 
CUT DRYING COSTS 


SAVE TIME* IMPROVE QUALITY 


Canadian 
Notes 








® Wiley Leathercrafts Ltd., man- 
ufacturer of fine leather products, has 
leased a new building at Toronto to 
replace its former plant there. Pro- 
duction initially will be concentrated 
on leather cases for photographic and 
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ation 
The Fostoria Pressed Sesek Carper 


precision instruments with luggage and 
other leather items to be added later. 
Some 50 workers will be employed to 
operate specialized _leather-working 
machines from Europe. 


Fostoria, 
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Dear Mre KrupPs 


@ J. O. Smith Shoe Co., Ltd., of St. 
Jacobs, Ont., is reported in process of 
liquidation. 
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®@ Len Dennis Shoes, Huntsville, 
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us in our shoe-mak ing 
@ John L. Braive, Montreal, Que., 
has been elected president of the Shoe 
Industry Suppliers’ Association of 
Canada; Roy A. Stewart, Barrie, 
Ont., elected chairman of the Shoe and 
Leather Council of Canada; Charles 
Robson, Oshawa, Ont., named presi- 
dent of the Tanners’ Association of 
Canada; J. L. Edmonson, Brantford, 
Ont., elected president of the Cana- 
dian Shoe Retailers’ Association, and 
Maurice Corbeil, Montreal, Que., 
president of the Shoe Manufacturers’ 
Association of Canada. 


Yours very truly 
* wouF SHOE COMPANY 
a \ 
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YOU SHOULD INVESTIGATE THESE COST SAVINGS! 


CEMENT DRYING — Takes only |'/. to 9 minutes depending on type of cement 
and particular operation involved. Drying with FOSTORIA INFRA-RED is 
thorough and uniform regardless of humidity conditions. 

SOLE DRYING — Takes only 5 to 10 minutes depending on sole thickness 
and handling method. With FOSTORIA INFRA-RED you get better drying, 
better finishing, faster last turnover. 

MULLED SHOE DRYING— Takes only 4 to 10 minutes depending on type of 
shoes and amount of moisture. Shoes shrink to last better. Drying is sure and 
even in any weather with FOSTORIA INFRA-RED. 

BOX TOE SETTING, DRYING BOTTOM FILLER, DRYING STAINS, ETC. — 
Doing these and many other drying jobs faster and better has been thoroughly 
proved with FOSTORIA INFRA-RED. 


@ New Vogue Shoe, Timmins, Ont., 
has been discharged from bankruptcy 
by order of the court. 


® Canadian department stores’ sales 
of women’s, misses’ and children’s 
shoes dropped 4.7% in dollar volume 
in Aug. compared with last year in 
this month but value of such stocks in 
these stores increased 20% over last 
year. Sales of men’s and boys’ shoes 
also fell 5.8% in this period and stocks 
increased 28.5% in this period over 
last year. 
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THE FOSTORIA PRESSED STEEL CORP. Fostoria, Ohio 


Oldest and Largest Manufacturers of Infra-red Ovens 
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BIGGER SHOE SALES 
(Concluded from Page 6) 


cheer. Whatever it was, these more 
colorful playshoes caught public 
fancy, swept into popularity. In con- 
trast, the popularity of the “novelty” 
shoe gradually declined. 

Nor was it a matter of price alone. 
Novelty shoes were retailing at $1.45, 
$1.98, $2.45 and $2.98. Playshoes 
were generally in the same price 
range, hence it was not a matter of 
price competition that swung the 
choice to playshoes. 

The retailer’s perennial dream, the 
“extra” pair, became a reality. Nov- 
elty and basic shoes continued to sell, 
but the playshoe became the extra 
pair. 

The industry, quick to smell a 
trend, paid due respect to the play- 
shoe. Many new versions, better 
shoemaking, more careful fitting de- 
tails, etc. And al] of it evolved into 
today’s casuals —the single factor 
most responsible for the rise in wom- 
en’s per capita production. Also, the 
trend toward the lighter, dressier 
cements that replaced the McKays 
and Goodyear Welts in the women’s 
field. But the casual became an 
entity in itself, resulted in more pair- 
age. It was, in short, the magic 
button. 


Same Influences 


Now, let’s shift to misses’ and 


children’s shoes. Again, the same 
general influences applying here (im- 
proved income, spending, increased 
births, etc.) would seemingly apply 
to the boys’ and youths’ field—but 
they didn’t. 

Up until 1944, per capita produc- 
tion of misses’ and children’s shoes 
averaged 3.15 pairs annually during 
the 23 years from 1921 to 1943. 
From 1944 to 1952 this figure had 
shot up to a phenomenal annual av- 
erage of 4.64 pairs, an all-time rec- 
ord for any branch of the industry. 
This was a spectacular 47 percent 
increase. 

But again, take a look at the year 
1943. Per capita production in this 
branch stood at 3.07 pairs, pretty 
close to the 23-year annual average 
of 3.15 pairs. Then suddenly, in 
1944, per capita production rocketed 
to 4.04 pairs, an increase of nearly 
34 percent above the previous year. 
And it continued to rise, and stayed 
high, over the next eight years. 

Why? What suddenly happened 
in 1944 to make this per capita pro- 
duction skyrocket? And what has 
continued to hold it so high? 

Fashion. Yes, into a field of foot- 
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wear where fashion in its true sense 
had played a secondary role to utility 
came the factors of novelty and style 
which had magic appeal for the kids, 
especially the little girls. Up to this 
point the simple Mary Jane patent 
one-strap, and the “sturdy” school 
oxford had strongly dominated this 
field. Today these same shoes are 
still bread-and-butter types, but much 
more strongly supplemented by fash- 
ion types that become extra pairage. 


Refreshing Colors 


To the kids, the sudden introduc- 
tion of colorful fashion in footwear 
was as refreshing as the introduc- 
tion of colorful playshoes in the 
women’s field. Both were a relatively 
new” concept. Both met with in- 
stant popular reception. 

In the middle of the war years, 
with leather shortages severe, shoe 
producers turned desperately to non- 
rationed materials —some of the 
fabrics, for instance. And they were 
also taxed because of other restric- 
tions, such as in shoemaking, so that 
again they were forced to call upon 
ingenuity to devise new ideas in pat- 
terns and constructions to make 
shoes. Surprisingly, these “novelty” 
ideas caught on. 

In the postwar years these produc- 
ers of small-fry footwear returned 
to leather and other previously re- 
stricted materials and supplies. But 
they retained and enlarged upon the 
fashion factor which had pleased the 
kids earlier. 

Parents, too, liked the “new” 
shoes. Keep in mind that children’s 
and misses’ apparel had also under- 
gone some revolutions in styling, 
particularly the emphasis upon the 
“grown-up” look. Thus the colorful, 
dressier and more “fashionable” go- 
with shoes for the kids fitted well 
into the whole pattern of changing 
times. 

Other factors played a role. For 
instance, the lighter, dressier cement 
type shoes for this group, in contrast 
to the heavier welts and the cheaper 
McKays of earlier years. The Stitch- 
downs continued to hold their own, 
but primarily as “basic” or bread- 
and-butter shoes. The extra pairage 
was in the dressier types. Casuals 
also moved into the misses’ and chil- 
dren’s field—again with much appeal 
because of the colorful nature. 

And lastly, the increasing foot- 
growth consciousness among parents, 
due to constant publicity, wherein 
they have tended to buy new shoes 
for the kids on the basis of an out- 
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grown rather than an outworn shoe. 
However, this is of relatively minor 
importance, for had it had general 
application it would have applied to 
the boys’ as well—which isn’t evi- 
denced by the per capita production 
figures among the latter. 

So there you have it: two magic 
buttons have made the difference. 
And the difference has amounted to 
some 120 million pairs of shoes a 
year, a good share of it due to these 
magic buttons that were found by 
accident or by design. 

However, in direct contrast, with- 
out need of detailed comment, are 
the remaining fields: men’s, boys’ 
and youths’, infants’ and the group 
classified as “all other.” 

We cite these “deficit” groups 
merely to give added emphasis of 
“proof” to our contention that the 
“magic button” must be found be- 
fore there can be any change in the 
consumption pattern. In the above 
fields we can trace back over 30 or 
more years, unable to find the intro- 
duction of any significant factor that 
has caused a significant shift upward 
in consumption. All these branches 
stand fundamentally as they did a 
generation ago as far as the basic 
product—the character of the shoe— 
is concerned. 

Nothing of any significance has 
happened in the boys’ and youths’ 
field. As to the men’s, it’s only within 
the past couple of years that a sub- 
stantial mark has been made with 
distinctly new concepts in design. 
Nevertheless, even the introduction 
o{ these has created no change in 
per capita production of men’s shoes. 
Perhaps the magic button in those 
fields has yet to be found. 


No Limitations 

Out of this study does come one 
significantly hopeful fact: there need 
be no resignation to the unfounded 
theory that there are limitations to 
per capita shoe consumption or sales 
or production. The “magic button” 
is not primarily one of income or 
population or other traditionally ac- 
cepted factors. 

Deliver the product which fires pub- 
lic imagination while at the same time 
serving a specific need, and the pub- 
lic will embrace it. The encourag- 
ing note is the fact that if the indus- 
try continues to probe with daring, 
experimenting with these fresh con- 
cepts, it is bound to press other 
magic buttons which result in en- 
thusiastic public response. 

The record proves that it can be 
done. 
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NYLON RESINS 
(Concluded from Page 8) 


for quite some time. However, they 
are not yet as inexpensive as some of 
the older leather processing composi- 
tions. 

No special processing equipment is 
required to coat, impregnate, or 
bond leathers with modified polyam- 
ides because the latter have virtu- 
ally the same applicational charac- 
teristics as conventional thermo- 
plastic dispersions. Still it is possible 
that such equipment will be used in 
some circumstances, where unprece- 
dented results are required. 

For example, in view of the fact 
that polyamide materials tend to 
gain considerable strength after they 
are exposed to extremely low tem- 
peratures, it is entirely possible that 
some leather manufacturers will find 
it worthwhile to process nylon- 
impregnated materials with special 
refrigeration equipment. 

Ability to gain strength and per- 
form satisfactorily at very low tem- 
peratures should make polyamides 
especially useful in processing leath- 
ers for certain types of packings and 
gaskets, shoes and clothing for winter 
wear, components of high-altitude 
aircraft, and refrigeration acces- 


sories. 


SHOE FINISHES 
(Concluded from Page 22) 


the conventional wax film on the 
surface. It also proved to be an 
excellent anti-crock finish for the 
problem red shades. And lastly, it pro- 
vided a lustrous spray finish for 
shoes that would not dull down in 
the boxes. 

Still another “first-aid” item now 
available to shoe factories is a pre- 
iron coat applied to shoes before 
ironing to help prevent burning and 
blackening of reds and blues, thus 
considerably reducing excessive re- 
pairing and rejects. 

And only a year ago was intro- 
duced an “all-purpose suede spray” 
which was given eager reception. 
Here, for the first time, was a non- 
lacquer, non-oily, colorless suede 
spray which permanently softened 
the nap and reactivated the original 
dye, making deeper than ever before 
the tones of black, blue and other 
colored suedes. This has eliminated 
the need for factories to handle 
messy, different colored lacquer-type 
suede sprays. 

Modern scientific techniques now 
used in producing shoe finishes today 
are giving powerful impetus to even 
more startling developments that will 
prove a boon to the shoe industry. 





samples. 
U.S. Pat. No. 2,582,169 


Hex. gore 


The finest covered rubber elas- 
tic goring with the patented 
CORD EDGE? that 
prevents breaking at point of 
greatest wear. 


Flex-Gore wears as well as the 
shoes, costs no more, often less, 
than other elastic goring. There's 
a correct Flex-Gore for every 
application, in a wide variety of 
widths and colors. Write for 


MOORE Spebries 


WASHINGTON STREET, PAWTUCKET, RHODE ISLAND 


Already a number of important de- 
velopments are in the experimental 
stage in the laboratories. 

For instance, supersonic audio- 
dispersing equipment may be the 
means of producing the smallest 
particle-size dispersion obtainable 
and make the non-settling pigment 
shoe finish a reality stemming from 
a long-time dream. 

Bright drying films from micro- 
crystalline wax emulsion may give 
the desirable properties of carnauba 
wax — namely, hardness, fill and 
gloss without the brittleness of car- 
nauba wax. Wax-base shoe finishes 
would thus be more lustrous and 
more flexible. 

Newer type organic pigments and 
toners may make possible more bril- 
liant, non-fading shoes. 

Bright, longer lasting protective 
shoe finishes may be possible through 
the use of the newer high molecular 
weight polymers and co-polymers. 

These are only a few of the activi- 
ties in process in the laboratories. 
One thing appears certain: the pace 
of new developments in this field has 
been stepped up considerably. As a 
result, the shoe industry can feel 
assured of important contributions 
to better shoes and shoemaking com- 
ing from its close ally, the shoe 
finishes industry. 











Have you received your copy of the 
31st Edition of LEATHER AND SHOES 


BLUE BOOK 


Over 780 Pages—Eight Parts—Thumb Indexed 
Permanently Bound in Blue and Gold 


Contains 560 separate product listings. Gives detailed 
information on Shoe Manufacturers and Tanners. 


Includes a SHOE BUYERS' INDEX—lists shoe manufac- 

turers by kinds of shoes made and method of manufac- 

ture and a LEATHER BUYERS' INDEX which lists Tan- 
ners by kinds of leather tanned. 


Be sure you get your copy—keep it within reach at all 
times—it will save you time and money. 


The Rumpf Publishing Company 


300 W. ADAMS ST., CHICAGO 6 
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CLASSIFIED ADVERTISING 








Wanted and For Sale 





SEDGWICK K. JOHNSON 


Leather Chemist and Tanner 
Research and Government Work a Specialty 
E-4 19 Pingry Place, Elizabeth 3, N. J. 
ELizabeth 3-7336 


For Sale 


Band Knife Splitting 
X-11. c/o 
Boston 10, 


Machine Ad- 
Leather and 
Mass. 


Randall 
Box Nu.nber 
10 High St., 


dress 
Shoes, 


Blue Splits Wanted 


BLUE SPLITS WANTED: Car or truckload 
quantities. Untrimmed or trimmed. Also 
Blue Shoulder Splits, etc. Steady user. 


Address K-9, 
c/o Leather and Shoes, 


300 W. Adams St., 
Chicago 6, Il. 





Help Wanted 
Wanted 


man, as assistant in Sales Department 
of importing firm, located in New York City 
area. Actual tannery experience helpful but 
not essential. Please submit resume indicat- 
ing salary required. All replies held strictly 
confidential. Box X-10, c/o Leather and 
Shoees, 20 Vesey St., New York 7, New York. 





Young 


Chemist Wanted 


A MANUFACTURER who has some estab- 
lished trade with the tanners wolud like to 
engage the services of a chemist who has had 
sound experience in the sale and manufacture 
of products including resin and plastic finishes 
which can be sold to the tanner Address 
K-16, c/o Leather and Shoes, 300 W. Adams 
St., Chicago 6, Il. 


Two Men Wanted 


SALESMAN-DEMONSTRATOR - 

Salesman demonstrator leather finishes wanted. 
All territories open. Drawing account against 
commissions. 


CHEMIST — 

Experienced leather finishes chemist wanted. 
Good proposition to man able to formulate for 
any type of leather. 

Address K-17, c/o Leather and Shoes, 2( 
Vesey St., New York 7, N. Y. 





Salesman 


A WELL ESTABLISHED Eastern firm is in- 
terested in securing the services of a salesman 
familiar with transmission, hydraulic and 
specialty leathers. A splendid opportunity for 
advancement for the mght man. All replies 
will be held strictly confidential. Address 
K-18, c/o Leather and Shoes, 300 W. Adams 
St., Chicago 6, II. 


Rates 


Space in this department for display ad- 
vertisements is $5.00 per inch for each 
insertion except in the ‘‘Situations Wanted’’ 
column, where space costs $2.00 per inch 
for each insertion. 

Undisplayed advertisements cost $2.50 per 
inch for each insertion under ‘‘Help 
Wanted’’ and ‘‘Special Notices’”’ and $1.00 
per inch for each insertion under ‘‘Situa- 
tions Wanted.’’ 

Minimum space accepted: 1 inch. Copy 
must be in our hands not liater than 
Monday morning for publication in the 
issue of the following Saturday. 
Advertisements with box numbers are 
strictly confidential and no information 
concerning them will be disclosed by the 
publisher. 


THE RUMPF PUBLISHING co. 
300 W. Adams 8S hicago 6 














Situations Wanted 





Shoe Factory Manager 


Familiar with every phase of managerial di- 
rection. Experience over 20 years in women’s 
novelty shoes, including a sound knowledge 
of factory quality and costs. Have a pleasing 
personality and can get the most out of ex- 
ecutives and employees. Would prefer New 
England. Write Box X-1, c/o Leather and 
Shoes, 10 High St., Boston 10, Mass. 


- Cutting new Foreman 


Available at once exceptionally well qualified 
man who knows all phases of leather buying, 
can train and supervise help. Young enough 
to get out a lot of work and experienced 
enough to do it right. Apply Box X-6, c/o 
Leather and Shoes, 10 High St., Boston 10, 
Mass. 


Shoe Factory Executive 


Available immediately, man of long experi- 
ence on welt shoes. Seeks position as super- 
intendent or assistant in factory where quality 
control and production know-how are of para- 
mount importance. Best of references. Apply 
Box X-5, c/o Leather & Shoes, 10 High St., 
Boston 10, Mass. 


Stitching Room Foreman 


Experienced and capable stitching room man 
available. Best of references. If interested 
apply Box X-7, c/o Leather and Shoes, 10 
High St., Boston 10, Mass. 





Stockfitting Foreman 


If you need a man to solve your stockfitting 
problems, I think I am the man you seek. 
Apply Box X-8, c/o Leather and Shoes, 10 
High St., Boston 10, Mass. 





in styling shoes for young men. 


open. 
Address K-I1, 





Wanted 


of nationally advertised, medium and 
aggressive style man who has experience 
Tremendous opportunity for future growth. Salary 


Style Man 
A LARGE MIDWEST MANUFACTURER 


higher priced, men's shoes, is looking for an 


c/o Leather and Shoes, 
300 W. Adams St., Chicago 6, lil. 





| 


Leather Sales or Administration 


hard working 
knowledge of selling and 
Skivers, Splits and Cow- 
position, preferably 


EXPERIENCED, _ energetic, 
young man, with 
converting Sheep, 
hide, desires worthwhile 
in N.Y.C. area but would relocate. Under- 
stands users’ problems of trimming, cutting 
and cementing. Has successfully handled 
challenging administrative and sales duties 
Address K-14, c/o Leather and Shoes, 20 
Vesey St., New York 7, N. Y 


Tanner—Dresser—Dyer 


TANNER, DRESSER, AND DYER of sheep- 
skin for Mouton linings and trimings is avail- 
able. Has aiso had 30 years’ experience as a 
fur dresser and dyer. ntil present time has 
operated his own plant, and now seeks a 
position to run a large or small factory. Can 
furnish best of references Address K-15, 
c/o Leather and Shoes, 300 W. Adams St., 
Chicago 6, Ill 


SAVE 
Wie 


innersoles 
Sock Linings 
Heel Pads 
Boxtoes 





You will save 35% cementing time. 
Schaefer Cementers completely and 
uniformly latex die-cut pieces of 
leather, cloth, faille, leatherette, fibre 


and paper. 
ASK FOR 10 DAY FREE TRIAL OFFER 


SCHAEFER MACHINE COMPANY, INC. 


69 Carbon Street, Bridgeport, Connecticut 
Tel.: Bridgeport 68-2250; New York City 


LExington 2-2010; Boston ARlington 5-8096 


AGENTS IN PRINCIPAL CITIES 








TABER 
TANNERY 
PUMPS 


, «have been meeting the special 
requirements of the Tannery since 
1859. Write for Bulletin TP-629 


TABER PUMP CO. 
300 Elm St. (Est. 1859) Buffalo 3, N. ¥. 
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need an edge finish? 


pad eh 
ope Yeteot 
OA Me 


Then turn to Dyo-Flex Neutral 

Edge and Casing Compound 
... the perfect way to make the 
edges of belts and straps smooth. 
And so easy to use. Mix with water, 
apply to edges, and buff smooth. 
Valuable also in slicking down the 
flesh side of leathers, the Dyo-Fiex 
method of smoothing out edges en- 
hances your reputation for turning 
out beautiful, finished leathers. 
Available also in brown, tan, or 
special colors. 


DYO CHEMICAL COMPANY 


2200 Central Expressway, South 


Box 9007 
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Charles H. Keefe 

... 75, retired tanner, died Oct. 19 
at Salem (Mass.) Hospital after a long 
illness. Well known in the New Eng- 
land leather trade for over 50 years, 
Keefe operated his own tannery in 
Salem for many years. His first fac- 
tory was destroyed in the Great Salem 
Fire of 1914 but he rebuilt on the 
same site. He retired a few years ago 
after selling the plant to Sylvania Elec- 
tric Products Co. Surviving are a 
daughter, Mrs. Ursula O’Connor and 
three grandchildren. 


Martin E. Nies 

.. « 65, tanning executive, died Oct. 
13 at Lynn (Mass.) Hospital after a 
short illness. Active in the trade for 
many years, he was superintendent of 
the A. C. Lawrence Leather Co, in 
Peabody for 32 years before retiring 
five months ago. He was active in 
religious and fraternal affairs. Surviv- 
ing are his wife, Katherine W.; two 
brothers, Raymond and John; and 
four sisters. 


Fred Brandt 
. . . shoe executive, died recently in 
Quincy, Mass. He was an executive 
with Benjamin Walk & Co., Inc., Bos- 
ton shoe wholesaler, having been asso- 
ciated with the firm for the past 30 
years. 


Herbert Guffenheim 
. . . 68, hide executive, died recently 
in a New York hospital following a 
heart attack. Guffenheim was head of 
hide, processing, and rendering plants 
located in Virginia, North Carolina 
and Washington, D. C. 


William Littauer 

... 88, glove materials executive, died 
Oct. 11 in his suite at the Mayflower 
Hotel, Washington, D. C., following 
a long illness. A retired Army officer 
with the rank of Lieut. Col., he was 
president of Fonda Glove Lining Co. 
of New York. Surviving are a 
daughter and grandson. 


Benjamin Bergman 

. 65, leather executive, died sud- 
denly on Oct. 10. A veteran of 50 
years in the leather trade, he was for- 
merly associated with Tarlow Cut Sole 
Co. of Brockton, Mass. Previously, he 
was with Stone Leather Co. He leaves 
his wife, three sons and a brother, 
Louis, executive with Bergman & 
Brookhouse Leather Co. 
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THE 
NSIDE 
TORY 


of an insole 
that really 
sells shoes 


/,: As an insole, foam rubber is a lot 2.“When vou put weight on it, it 
like this soft spring . Hattens right out! That's why 





5, “Armstrong adds cork particles, 45 ombined, foam and cork work 5. You get the Double-Action that 


which act like a second spring. like a spring-within-a-spring ... supports weight without crashing 



































6, “In stores, Cushion Cork * Foam’s Y fe \ positive, easily demonstrated & ushion Cork Foam’s Double 


combined foam and cork gives... comfort advantage. That’s why... Action cushioning wins extra sales!” 


ARMSTRONG’S CUSHION CORK FOAM 


For samples, call your Armstrong representative or write Armstrong Cork Co., 
Shoe Products Dept., 6010 Drury Ave., Lancaster, Pa, 










A man’s shoe that sells easily, and stays 
sold; that is popular alike with “‘Banker 
and baker’’; that is easy on the eye, on the 
foot and on the purse; is a good shoe 
to handle. 


mars WEOHt 








A WRIGHT 
ARCH PRESERVER SHOE 
fashioned from #137 






The supple beauty of this truly fine full-grained calfskin goes far toward 


making the sale. Its fine grain, mellow feel, and enduring scuff-resistant 


surface brings happy wearers back again and again. 


e 
So specify WILLOW CALF, the leather 
with the lasting finish THAT’S 


AMERICAN HIDE AND LEATHER COMPANY, BOSTON, MASSACHUSETTS 





